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FURNACES . WARM AIR 
I]lovierief™ (e) 
a en ver SPECIALTIES 


MONCRIEF 
WARM AIR HEATER 


THE ACME OF PERFECTION 


DURABILITY 
ECONOMY 
EFFICIENCY 


Have made the MONCRIEF WARM AIR 
HEATER a world wide reputation. 


Its construction is based upon scientific 
principles. 


Made of cast iron, it will withstand the 
strain of continuous fire. 











MONCRIEF 


Simple construction makes rapid installation 
possible. 


Economical, fuel saving construction has 
built it a reputation worth thousands. 


DUPLEX GRATE—STRAIGHT DEEP FIRE POTS—SELF CLEANING SURFACES— 
and BEADED DOORS are some of its exceptional features. 


We offer THE MONCRIEF WARM AIR HEATER for your consideration and acceptance, 
being confident it will prove the means of upbuilding your trade and satisfying your 
customers in every detail. 


DON’T HESITATE. Become one of the thousands of successful dealers now. 


Write for complete catalog to-day. 


THE T. E. HENRY FURNACE COMPANY 


Cleveland MAKERS OF HIGH GRADE HEATING SPECIALTIES Cleveland 

















ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, 52 and 53 
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+- The All-Steel Body of 


THE IMPERIAL 


WARM AIR FURNACE 


is rolled from a single steel plate and securely fastened 
by a single row of rivets. The top and bottom are also 
formed from single steel plates and riveted to the cylin- 
der, forming a boiler without any opening or cast iron 
connections. 


The All-Steel Body of IMPERIAL WARM AIR 
FURNACES has less riveted joints than any other steel 
warm air heater. Its heavy construction allows a greater 
heat to be generated without damaging the IMPERIAL 
WARM AIR FURNACE. Its All-Steel construction 
also causes it to radiate heat better than either cast or 
wrought iron warm air heaters. 


Absolutely gas and dust tight. 
No asbestos packing used. 
Furnished either with or without hot blast draft. 


Dealers all over the country are selling more All-Steel 
warm air heaters every day. The reason for this is that 
the superior All-Steel. construction of warm air heaters 
is rapidly becoming known to the public. Our illus- 
trated circular will convince you of the excellence of 


IMPERIAL ALL-STEEL WARM AIR FURNACES. 


Write today for complete information and new illustrated printed matter. 


IMPERIAL FURNACE COMPANY 


MARSHALLTOWN, IOWA 











FRONT RANK 


The result of y2ars of care- 


the most simple and cffec- 
tive ever devised. 


The supply of moisture is 
alwaysmaintained in relative 


heated. The 


FRONT RANK 
HUMIDIFIER 


is built for 
durability 
and service. 





“TRADE MARK: 


Write us for 
further information. 





HUMIDIFIER | 


ful study, making it one of | 


proportion to the amount of ff 
heat generated and is deliv- F 
ered to the air after it is ff 








HAYNES-LANGENBERG MFG. CO.,St. Louis,Mo. 











lad 


Pat. 1913 
Imp. 1916 

















”. 














ESTABLISHED 1880 


.@.. 
Address all communications and 
remittances to 





Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 
PUBLISHED Every SATURDAY 









DANIEL STERN 


Publisher and Proprietor 
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Chicago Illinois 
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A FEW YEARS ago retail hardware dealers might have 
questioned the wisdom of. investing any considerable 
amount of money in a stock of Auto- 
mobile Today the ques- 
tion may rightly be put as to whether a 


Automobile 

Accessories 

Staple Line 
for Retail 


Accessories. 


Hardware retail hardware dealer can afford not to 

Stores. = carry Automobile Accessories and go 
after that business in a vigorous manner. 

Less than ten years ago the automobile was re- 


garded to a considerable extent as the rich man’s play 
vehicle. ‘Today the average retail price of an auto- 
mobile is less than $640, which means that the automo- 
bile has passed from the stage of being a luxury to 
that of almost a necessity—in fact, in many instances 
it is a very useful instrument employed by business 
concerns for the greater economy and service of their 
organization. 

Statistics show that during the first six 
1916 nearly 755,000 new cars were sold, 
893,000 for the entire year of 1915. 

A significant fact in this connection is that farmers 
are largely responsible for the great gains in the auto- 
mobile industry, for the 'arm States show by far the 
greatest gains in purchases of motor cars. Oklahoma 
shows an increase in cars marketed this year over 


months of 
as against 


250 
ana 210 percent, Idaho 117 percent. 

. . . . . . 
per capita ownership of automobiles with one machine 
Minnesota shows approxi- 


percent, Mississippi 195 percent, Louisi- 
lowa leads the 


I9t5 of 


for each fourteen persons. 
mately one machine for each sixteen persons and Ne- 
braska one for each twenty inhabitants. 
Naturally this means a large consumption 
thousands of items classed as Automobile Accessories. 
At one time, there may have been, as stated in the 


of the 


foregoing, a question as to who should sell Automo- 
bile Accessories. 

Today this question has been answered: The retail 
hardware stores which are conducted by progressive 
merchants are selling by far the greater proportion of 
Automobile Accessories and are reaping the increase 
in sales and profits resulting from the installation of 
Automobile Accessory Departments in their stores. 

It is only natural that this should be so, for Auto- 
mobile Accessories by their very nature are akin to 
Hardware. Many of the tools included in this line 
are similar to those handled for years by the retail 
hardware dealer. He can explain better to the auto- 
mobilist who is not familiar with their use and 
application. He is in the habit of charging only a fair 
profit on his merchandise, following the policy that 
frequent sales and quick turnover at reasonable 





profics result in better satisfaction to the trade and 
therefore in gaining and holding customers. 

That there is a steady growth in the number of 
retail hardware stores who sell Automobile Accessories 
is shown, for instance, in the “Retail Hardware Do- 
ings,” published each week by AMERICAN ARTISAN 
AND HARDWARE REcORD. On page 28 of this issue 
there are eight items showing that old established 
hardware stores or stores which are just being started 
are including Automobile Accessories as a regular line 
of their staple stock. 

As AMERICAN ARTISAN 
has pointed out upon numerous occasions, this is only 


AND HARDWARE RECORD 
as it should be, and our advice to retail hardware deal- 
ers who have as yet not added Automobile Accessories 
to their regular line, is that they do so at their earliest 
opportunity and thus increase their sales and profits. 





IN THE VERY business-like address which Edward N. 
Hurley, recently chosen Chairman of the Federal Trade 
Commission, delivered before the Annual 
The ae of Convention of the Associated Advertis- 
ne actions Clubs of the World, held June 25 to 
30 in Philadelphia, he compared two man- 
ufacturers with each other—the one who is honest with 
himself and with others and makes proper charges 
for overhead expenses, for depreciation of buildings, 
tools, etc., and quotes a fair price on his product, while 
the other does not keep a real accounting system, does 
not charge off sufficiently for depreciation, nor does he 
add enough for overhead expense. The first prospers 
while the other ‘rags along, and because of his slip 
shod methods offers his merchandise at a lower price 
than the manufacturer who knows his costs. 
To be sure, the consumer reaps the benefit—for a 
But it that the world 


never gives back more than you give to it: If you 


while. must be remembered 
reap unduly in one place you are bound to pay for it 
in some other place or in some other way, and the 
manufacturer who because of his ignorance sells his 
product at too low a price levies a heavy tribute upon 
the consumer in the long run, because when he does 
fail the consumer has to pay for the cost of having 
that plant standing idle. 

Mr. Hurley made the statement that ignorant com- 
petition is one of the most dangerous conditions in 
our country and hinders our development and success 
to a degree far higher than any combination or trust 
can ever do, because the anti-trust laws and the [*ed-. 
eral Trade Commission are powerless against this 
menace. 
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Comparing the condition which obtains in Germany 
where ninety percent of the manufacturers and mer- 
chants know absolutely what it costs to produce and 
sell their goods, with conditions in the United States 
where only ten percent of our manufacturers it be- 
comes easier to understand why Germany developed 
its manufacturing to such a high efficiency. 

Here we have a very practical man—a successful 
manufacturer, an executive of a large enterprise the 
success of which is due in no small measure to his 
appreciation of the value of advertising as applied to 
the business the management of which he gave up to 
serve his country in a wider sphere—who touches 
upon one of the most important problems that must 
be solved before the industry and commerce of the 
United States can reach a place commensurate with 
the great resources of this country. 

And Mr. Hurley—like the practical business man 
he is—points out the way to solution in a manner to 
which no fair man can take exception. Those who 
follow his advice and make it a point to know what 
their cost of doing business is and to operate their 
enterprise in accordance therewith will prosper and 
help to make conditions better in general. 








THERE ARE some manufacturers who have never 
gone beyond the superficial view of trademarks, as 
shown by their merchandising methods ; 


The Value they look upon a trademark as a means 
_— by which they can force the unwilling 
Trademark. - y 


retailer to handle their product. The 
number of this kind of manufacturers is happily de- 
creasing every year. 

The real purpose of the trademark is threefold: 
First, to establish a standard value, thus causing the 
manufacturer to live up to certain ideals in his pro- 
duction, inasmuch as he knows that everyone will be 
able to recognize the trademarked article as his prod- 
uct. In other words, the trademark tends to bring 
forth pride of industry and this further tends to im- 
prove the quality of the product. 

In the second place, the trademark enables the re- 
tailer to judge as to the satisfaction of the consumer 
and re-order on such identified merchandise as gives 
satisfaction. 

In the third place, a trademark makes it possible for 
the consumer to identify a product and if he likes it 
and is satisfied with its quality, its serviceability, its 
price and other features, to ask for such identified 
merchandise and make a definite effort to secure it. 

As pointed out, the manufacturer’s trademark 
identifies a specific product, manufactured under cer- 
tain conditions from certain select material, finished in 
a certain way and usually sold at a certain definite 
price to the retailer who sells it at another definite 
price to the consumer. 

The trademark which is used to hide the identity 
of the manufacturer—the Private Brand in other 
words—in many cases makes it impossible for either 
the retailer or the consumer to know of the condi- 
tions under which the private brand merchandise is 
manufactured. This year a private brand item may 
be made in a factory in Worcester, Massachusetts. 
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Next year the item bearing the same brand may be 
manufactured in Aurora, Illinois. 

The private brand in this case made it possible for 
the distributor of that private brand to keep his cus- 
tomers from knowing that he had changed his source 
of supply, and there would be nothing to indicate in 
any way to the person not acquainted with the actual 
facts of the case whether the merchandise was manu- 
factured under the same conditions and was actually 
of the same quality as the year before. 

It must, of course, not be assumed that every article 
sold under a private brand is inherently dishonest or 
of poor or uneven quality, but it can be safely as- 
sumed that in many instances this is actually the case, 
or the private brand would not have been adopted: 

The manufacturer of a trademarked article cannot 
as a matter of business policy—entirely separate from 
his desire to serve his customers well—afford to vary 
the quality of his merchandise, except in a case where 
he adds an improvement. This is because he must 
“stand back,” in the fullest sense of the word, of 
every article bearing his trademark. If because of a 
poor run a considerable quantity of such trademarked 
merchandise reaches the retailer and the consumer 
and fails to give the expected satisfaction a bad rec- 
ord is made against his product and the sales are seri- 
ously affected. 

The distributer of a private brand has no such 
troubles to consider. If the manufacturer from whom 
he secures a certain article bearing the private brand 
skimps too much on the quality in order to save a 
little profit for himself the distributer can easily lo- 
cate some other manufacturer for the next season 
who will make a similar article on which the same or 
some other private brand can be easily affixed, and 
neither the retailer nor the consumer will be any the 
wiser. 

AMERICAN ARTISAN AND HARDWARE REcorpD has 
always maintained that manufacturers’ trademarks 
are the safest means of identification of reliable mer- 
chandise and shall continue to advise its subscribers 
to give preference to such merchandise. 

From every angle of the question, the retail dis- 
tributor will serve himself and his customers better, 
more efficiently and more satisfactorily by selling 
articles bearing manufacturers’ trademarks. 








“THe Pusltic BE DAMNED” is an expression which 
has been attributed to one of the late Vanderbilts, 
Customers the head of one of the great railroad sys- 
Asked to Help tems, about twenty years ago, and in a 
Improve way this expression was indicative of the 
Service position taken at that time by a consid- 
erable number of the executives of our transportation 
companies. They appeared to have no appreciation of 
their responsibilities to the public who made it pos- 
sible for them to pay dividends on their stocks, by 
paying big prices for the poor services rendered by 
the railroads. 

This condition does not exist today, nor has it been 
in existence for quite some time. In fact, it may be 
said that those now in charge of our great transpor- 
tation enterprises—railroads, street car companies. 
steamship lines—are very responsive to the wishes of 
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the public when brought to their attention, and in 
many cases anticipating them. 

This change of front may not be so much a change 
of heart, as a change of mind. The executives of the 
present period are cognizant of the fact that “It Pays 
to Serve Well.” 

In the days of the railroad president referred to, the 
man who would have advised the organization of a 
bureau the purpose of which was to promote a better 
understanding by the railroads of what the Public 
wants and thinks, would most likely have been con- 
sidered little short of crazy, but that is exactly one 
of the objects of the Bureau of Railway Publicity of 
Illinois, which has recently been established by 37 of 
the railroads operating in Illinois. 

In a folder issued by this Bureau, which by the 
way is managed by a gentleman who is well known in 
hardware circles, Charles Anderson Pace, the state- 
ment is made that the purpose of the Bureau is to 
promote a better acquaintance between the Public and 
the railways of Illinois; a better understanding by the 
railways of what the Public wants and thinks; a bet- 
ter understanding by the Public of railway needs and 
problems, and increased co-operation between the 
railways and those whom they serve. 

Much good should come from the activities of this 
3ureau, and it is interesting to note in this connection 
that much of the baiting and fault finding which has 
been a feature of the railroad situation for many years 
is disappearing and giving place to a more friendly 
attitude of those whom the railroads serve. 








RANDOM NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 








I am sorry to hear that Congressman James R. 
Mann, of the Second Congressional District of Illi- 
nois, is opposed to the Smith-Hughes Bill for Federal 
Aid to Vocational Education and I trust that my in- 
formation is not correct, in that regard, as this Bill 
is a very meritorious measure and worthy of the sup- 
port of every one who has an interest in improving 
conditions in trade and industry. 

One of the Congressman’s best friends is A. Vere 
Martin, President of the Hardware Club of Chicago, 
and as such some time ago received from Washington, 
D. C., a package of free seeds in a “franked” envelope. 
On the corner of the envelope were the usual words: 
“Penalty for private use, $300.” 

A few days later Mr. Martin sent him a letter 
which read: 

“T don’t know what to do about those garden seeds 
you sent me. I notice it is $300 fine for private use. 
I don’t want to use them for the public. I want to 
plant them in my private garden. I can’t afford to 
pay $300 for the privilege. Won't you see if you can’t 
fix it so I can use them privately? I am a law abid- 
ing citizen and do not want to commit any crime.” 

*K *K 1K 

Charles S. Hubbard, who sits on the safety valve 
of Pittsburgh (let it be said in this parenthesis that 
in addition to earning his three square meals and little 
pocket money by making shovels, “Charlie” occupies 
the important position of Director of Public Safety 


AMERICAN ARTISAN AND HARDWARE RECORD 








17 


of Pittsburgh) writes me that he understands that the 
“Old Guard” of which he is an honored member is 
going to enlist in Uncle Sam’s Army in case of war 
with Mexico, and he expresses his opinion that the 
Southern Hardware Salesmen could show the younger 
soldiers a few tricks in campaigning. 

Here is one of Charlie’s latest stories: A munition 
worker was enjoying a glass of beer in a German 
“refreshment place’ and told the bartender that his 
company was delivering large quantities of ammuni- 
tion to Germany. The “barkeep” wanted to know 
how. Sure, by shipping it to England. To England? 
Certainly, and the blooming British fire it at the Ger- 
mans. 

* Ox 

“It is good policy to be prepared for every emer- 
gency that may come up,” said C. E. Shields, of the 
Rock Island Manufacturing Company, the other day 
while enjoying one of the fine luncheons at the Hard- 
ware Club of Chicago in the company of some of the 
“Regulars” at the “Mixers’” Table. To illustrate his 
point he told the following story: 

A colored evangelist, caught hugging the choir 
soprano behind the church door, was brought up for 
trial, charged with immoral conduct. 

“Now, bruddern,” said Parson Johnsing, in extenu- 
ation of his conduct, “I s’pose you've all seen dis great 
picture, and you know dat de Good Shepherd am al- 
ways pictured wid a lamb in his arms.” 

“Yes, parson, dat am so,’ admitted old Deacon 
Brown, who had been one of the foremost of his ac- 
cusers. 

“Den what’s wrong wid de shepherd ob his flock 
taking a lamb in his arms?” demanded the preacher. 

This was too much for the deacon, so he proposed 
that the people have a call meeting that afternoon. 

There the point was fully discussed and the follow- 
ing resolution was adopted: 

“Resolved, Dat for de future peace ob mind ob dis 
yere congregation dat wheneber Parson johnsing feels 
called upon to take a lamb ob dis flock in his arms, 
lat he be sure and pick out a ram lamb.” 

*x* * x 

In a letter which I have just received from Clyde 
L.. King, President of the Atlanta Plow Works, At- 
lanta, Georgia, and one of the “Old Guard,” he tells 
me that the cotton crop in that section is expected to 
be a large one, which with the good price which this 
staple brings will make selling conditions in the Cot- 
ton States very fine during the coming season. “Clyde” 
says that wholesalers in his territory do not look for 
any general drop in prices on iron and steel products 
and consider the present prices justified. 


A hardware retailer should not think he is lucky 
when he succeeds in getting rid of a new salesman for 
some specialty he does not know. It might be that the 
merchant would do well to take on the new line. It is 
at least a safe gamble to spend five minutes of time to 
get the gist of the man’s proposition. The right kind, 
of new lines are the very things that keep up the life 
and interest of a store, and one of the things that 
people look for when they go from smal! towns to the 


big city department stores. 
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UP TO THE MINUTE ) 
NEWS SIFTINGS | 








The American Stove Company, Cleveland, Ohio, 
has taken out permits for the erection of a four story 
warehouse to cost $20,000. The Company will also 
erect a one story, 125x300 foot factory building to 
cost $35,000. 


.4-o- 


LARGE FIELD FOR GAS AND OIL STOVES 
IN FRANCE. 





In a recent report from A. Gaulin, United States 
Consul at Marseilles, France, the following is of par- 
ticular interest to American manufacturers of gas and 
oil stoves: 

Prior to the war Revin, in the Department of the 
Ardennes, was the center of the cast-iron industry in 
France. The various parts of ranges were manufac- 
tured in that region and thence shipped to Paris or 
Lyon, where they were assembled. Lack of raw ma- 
terial and the dispersion of skilled labor have had a 
marked effect on prices, which have practically 
doubled. Thus the principal dealer here, the Com- 
pagnie du Gaz et de 1’Electricité de Marseille, which 
formerly paid 17 to 18 francs ($3.28 to $3.47) for 
the variety of small gas stoves most commonly used, 
now pays 35 francs ($6.75). A certain quantity of 
ranges is imported from Great Britain. Both in 
France and Great Britain deliveries are very slow. 

The dealer mentioned sold abcut 5,000 gas ranges 
in 1913, the great bulk of which measured 30 centi- 
meters (11.81 inches) or less in height. In practically 
all Marseille kitchens, in order to save space, the gas 
range is.placed on the “‘potager,” a large range set in 
brickwork. There exists, therefore, only a very lim- 
ited demand for large gas ranges. 

Customary Terms of Payment and Packing. 

Local dealers state that American gasoline and oil 
stoves of small dimensions could probably find a 
profitable market in this district on account of the 
high cost of coal and the present state of domestic 
industry. 

The usual terms of payment are 30 days and 2 
percent discount or 60 days net. Cash on delivery 
would be generally acceptable for American ship- 
ments. As a rule quotations c. i. f. (cost insurance 
and freight) Marseille are desired. Stoves purchased 
in England are usually packed in wooden boxes, the 
boards being 2 centimeters (0.78 inch) thick. The 
stoves are thus protected from shocks and the de- 
teriorating effects of salt water. The French import 
duties on these products are as follows, per 100 kilos 
(220.46 pounds) : 

Stoves entirely of cast iron and detached pieces, 
with or without ornaments, neither polished nor 
tinned, nor decorated with enamel or varnish, gross 
weight, general rate, 9 francs ($1.74) ; minimum rate, 
6 francs ($1.16). 


Stoves made of cast and sheet iron, or entirely of 
sheet iron, and detached pieces, with or without orna- 
ments, neither polished, tinned, nor decorated with 
coats of enamel or varnish, net weight, general rate, 
14 francs ($2.70); minimum rate, 9 francs ($1.74). 

Stoves containing pieces of polished cast iron or 
sheet iron, tinned, varnished, or decorated with coats 
of enamel of only one color, net weight, general rate, 
18 francs ($3.47); minimum rate, 12 francs ($2.31). 

Stoves containing pieces of cast iron or sheet iron 
bearing imprints or designs or decorated by or with 
coats of enamel of several colors, net weight, general 
rate, 29 francs ($5.60; minimum rate, 19 francs 
$3.67 ). 





PATENTS COMBINED COAL AND GAS RANGE. 
George W. Clark, Chicago, Illinois, has obtained 
United States patent rights, under number 1,191,668, 
1,191,668 


Sn J ys 











: 



































for a combined coal and gas range, described here- 
with: The combination with the oven of a coal stove 
provided with a discharge outlet at the upper rear 
corner, a damper for said outlet, a perforated de- 
tachable flue adapted to be set in the upper portion of 
the oven in front of said damper, a burner adapted 
to be detachably mounted in the open, and means 
controlled by the burner for actuating said damper. 


ce- 


NEW OVEN BURNERS GIVING EXCELLENT 
DISTRIBUTION OF HEAT. 


The Quickbroil Oven Burners which are part of the 
1916 equipment on front-manifold Quality Gas 
Ranges, are said to represent a great stride in gas 
range manufacture because they save, it is claimed, 
approximately twenty-five percent of the time required 
in broiling. These burners have z straight air-mixing 
tube which runs back for a few inches and then curves 
downward to join the burner proper, the tube is de- 
scribed as being almost twice the ordinary length, so 
that more complete combustion results from the better 
mixture of air with the gas. While burning only the 
same amount of gas, the Quickbroil Burners are said 
to have practically double the number of flame jets 
as previous types, which, the manufacturers state 
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gives a greater and better distribution of heat, with 
consequent quicker and better baking and broiling. 
These features, they continue, should be great helps 
in consummating sales of the Quality Gas Ranges. 
For further information, addrcss the Roberts & 
Mander Stove Company, Philadelphia. 


* 
~-oeo 


GAS AND AIR MIXER PATENTED. 





Minard A. Possons, Cleveland, Ohio, assignor te 
the American Stove Company, St. Louis, Missouri, 
has been granted United States 
patent rights, under number 
1,191,823, for a proportional 
gas and air mixer described in 
the following: In a gas con- 
trol for gas stoves, the com- 
bination of a valve casing hav- 
ing a gas port terminating in an outlet orifice, a main 
valve controlling the gas port in advance of the 
orifice, an adjustable member controlling the orifice, 
and an eperative connection between the valve and 
the adjustable member, the operative connection in- 
cluding a slot having an initial straight wall extend- 
ing in the direction of movement of the connection 
and a final cam-wall to permit the opening of the 
main valve in advance of the operation of the ad- 
justable member. 








WROUGHT STEEL RANGE FOR SOFT COAL, 
WOOD OR NATURAL GAS. 





The illustration herewith shows the Pacific Range, 
«ith elevated warming closet with roll back door, one 
of the extensive 
line of Van’s Pat- 
& ent Improved, 
Wrought Steel, 
Portable Ranges 
that burns _ soft 
coal, wood or 
natural gas. This 
range, which is 
full nickel 
trimmed, is equip- 
ped with a flat 
dumping grate on 
which, it is 
claimed, either 
coal or wood can 
be used without al- 
teration, and has a patent drop oven door. The fire 
place is surrounded on three sides by a water back, 
thus presenting a large surface for heating water; 
and if the water back is not desired, heavy linings 
are substituted. According to the manufacturers, an 
exclusive feature is found in the center flue between 
the end of the oven and the firebox, arranged so that 
the hot gases travel around all four sides of the oven 
before passing into the bulge or flue on the back, thus, 
it is said, diffusing the heat equally to all four sides 
and making a perfect oven. Details of the other 
points of the Pacific and other Van Ranges, which are 
made for hotels, restaurants. public institutions, board- 
ing houses and private families, are contained in thei~ 


; bd wre m0; 7. 
Se ear ae 
a called 2h 





“Van's Pacific Range. 
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catalog, copies of which together with information 
about their new selling plan can be obtained from the 
John Van Range Company, Southwest Corner Fifth 
and Broadway, Cincinnati, Ohio. 








PATENTS HOT WATER STOVE. 


Under number 1,190,460, Samuel V. Reeves, Had- 
donfield, New Jersey, has procured United States 
patent rights for a hot 





water stove described 
herewith: In a device of 
the character stated, a 


water jacket for a fire- 
pot, having its interior of 
~ uniform diameter and un- 
obstructed, the outer wall 
of said jacket having its 
greatest diameter at a 
medial point equidistant from its top and bottom, and 
the upper, outer, annular wall of said jacket con- 
verging from said medial point upwardly toward said 
top, and the lower, outer, annular wall thereof con- 
verging downwardly from said medial point toward 
said bottom, the inclination of said upper and lower 
walls with respect to the longitudinal axis of said 
jacket being the same. 








~~ 


NEW CATALOG OF STOVES AND RANGES 
ISSUED BY BRIDGE AND BEACH 
MANUFACTURING COMPANY. 





Catalog 79 of their “Superior” stoves and ranges 
lias just been issued by the Bridge and Beach Manu- 
facturing Company, St. Louis, Missouri. The illustra- 
tions are of exceptionally high class and the descrip- 
tions well written, so that a good idea of the various 
stoves and ranges can be obtained by reading the 
catalog. 





STOVE POLISH THAT IS THINNED WITH 
WATER. 





Economy and safety are said to be realized by the 
use of a stove polish that is thinned with water— 
economy because the cost of ben- 
zine for that purpose is saved, 
and safety because the absence of 





benzine greatly reduces the fire 
hazard. Such a polish is_ the 
Black Jack Water Paste, sold in 
containers as illustrated herewith, 
for use on new and old stoves, 
Russia pipe, etc. According to 
the manufacturers, this polish 
gives a shine that cannot be sur- 
rassed by any other, despite the fact that only water 
is needed to thin it.. To those not acquainted with 
its qualities, the manufacturers will send free sam- 
ples of the Black Jack Water Paste. Requests for 
these and for full details of the various polishes, 
enamels, cleaners, etc., of the Company should be 








Carn of Black Jack 
Water Paste. 


" made to the Nickel Plate Stove Polish Company, Chi- 


cago, Illinois. 
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THE WEEK’S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 46 to 51 inclusive. 





— — 
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The Aluminum Safety Kettle Manufacturing Com- 
pany, Chicago, Illinois, has been incorporated with a 
capital of $10,000 by Herman A. Paquette, John W. 
Olson and Otto G. Ryden. 

The Richardson Hardware Manufacturing Com- 
pany, St. Louis, Missouri, has been incorporated with 
a capital stock of $50,000 by Carl N. Richardson, D. 
Murray Foley, and J. Carter Carstens. 

The small tool business of Boker and Company, In- 
corporated, has been taken over by the L. C. Blancke 
Company, 10 Thomas Street, New York City, recently 
incorporated with $100,000 capital. The Company 
deals in high speed and carbon tool steels, chisel and 
die steels, etc. 





HARDWARE MANUFACTURERS AND JOBBERS 
WILL MEET FOUR DAYS AT 
ATLANTIC CITY. 





The Annual Conventions of the National Hard- 
ware Association and the American Hardware Man- 
ufacturers’ Association will be held at Atlantic City, 
New Jersey, October 17, 18, 19, 20, 1916. Headquar- 
ters will be at the Marlborough-Blenheim Hotel. The 
conventions have heretofore taken up three days, but 
owing to the organization of the Automobile Acces- 
sories Branch, it was deemed advisable to hold a four 
days’ session. The first day, October 17th, will be 
devoted to a meeting of the Automobile Accessories 
Branch. The general conventions will open on Octo- 
ber 18th, and in the afternoon of October 19th a 
* meeting of the Metal Branch of the National Hard- 
ware Association will take place. 





MANUFACTURERS’ AND _ DISTRIBUTORS’ 
GOLF ASSOCIATION TO HOLD ANNUAL 
TOURNAMENT SEPTEMBER 21 TO 23 
AT WHITE SULPHUR SPRINGS. 





The Manufacturers’ and Distributors’ Golf Asso- 
ciation, which is composed of many of the members of 
the American Supply & Machinery Manufacturers’ 
Association, the National Supply & Machinery Deal- 
ers’ Association, also the Southern Supply & Machin- 
Association, will hold a tournament on 
22 and 23 at the White Sulphur 
Headquarters will be at 


ery Dealers’ 
September 21, 
Springs, West Virginia. 
Greenbrier Hotel. 

David Halstead, President of the ‘Delta File Works, 
Philadelphia, is President of the Association. 


DYNAMITE STOPS MOSQUITO NUISANCE. 





In the 1916 report of the Commissioners of Had- 
donsfield, New Jersey, there is an interesting item on 
page 7 which tells of the manner in which a mos- 
quito breeding spot was treated so that the people in 
the community were relieved of the pests. The item 
follows: 

“The residents of West Haddonfield were for years 
pestered and tormented by mosquitoes which it was 
learned, upon investigation, were propagated in stag- 
nant pools between the railroad and Haddon avenue. 
It was found practically impossible to drain these to 
the street gutters hence another method had to be 
employed and it was decided to sink the water into 
the ground. Under the supervision of L. Z. Lawrence 
a heavy charge of dynamite was sunk and discharged 
about twenty feet under the surface. This cause the 
pools to disappear in short order and no water has 
accumulated at this point up to the end of the year.” 


——e 





FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 





The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

Hardware, Office Furniture, Etc. Number 21882.—The 
Bureau is informed that a man from Russia, who is, now in 
the United States, desires to enter into commercial relations 
with American manufacturers of men’s furnishings, rubber 
goods, furniture, office furniture, hardware, surgical appli- 
ances, corrugated iron for building purposes, packing, drugs 
and chemicals, stationery, kitchen utensils, paints and 
varnishes, tools, china and enameled ware, farm implements, 
radiators, and toilet preparations. References given. 

Hardware, Office Supplies, Etc., Number 21894.—Supple- 
menting foreign trade opportunity No. 20741, a firm in India 
advises the Bureau of its desire to establish commercial rela- 
tions with manufacturers of cutlery, including razors, scissors, 
and knives; stationery and office supplies; slates and crayons 
(school supplies) : hardware; toys; and hosiery. 

Hardware, Wearing Apparel, Etc., Number 21873.—An 
American consular officer in the West Indies reports that a 
firm in his district desires to be placed in touch with American 
manufacturers of automobile supplies, farming implements, 
building materials and _ builders’ hardware, food products, 
shoes and wearing apparel, etc., with a view to securing the 
exclusive agency. A complete list of the articles desired, to- 
gether with further information, may be obtained from the 
Bureau or its district offices. 

Tools, Chemicals, Etc., Number 21906.—Supplementing for- 
eign trade opportunity Number 21391, an American consular 
officer in Siberia writes that the secretary of a commercial 
organization reports a demand in the mining district of that 
region for steel water supply pipes, 2% to 3 inches: tools for 
mining, engineering, carpentering, joiners, and builders; dyes: 
chemicals and pharmaceutical products, and stationery. Cata- 
logues and samples are desired for the Sample Museum of the 
Chamber of Commerce. 
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Retail Hardware Stores Can Increase Profits 
By Selling Automobile Accessories 


By Witi1am T. Gorm_ey, of Bullard and Gormley Company, Chicago, Illinois. 








I was interested in reading in one of the Chicago 
papers a statement saying that the output for 1916 of 
new automobiles will reach 
the tremendous number of 
one and a half million— 
one car for every seventy 
persons in the United 
States. 

This estimate which is 
made by persons who are 
thoroughly familiar with 
the situation is based upon 
the fact that during the 
first six months of the 
present year nearly 755,000 cars were delivered, while 
practically every automobile factory was from two 
weeks to three months behind on its orders. 

It would seem to me that this fact alone ought to 
be sufficient reason why retail hardware stores—par- 
ticularly those located in the great farming states of 
the Central West—should add Automobile Accesso- 
ries as a Staple line to their stock if they have not 
already done so. 





Witilam T. Gormiey. 


The reason for emphasizing the farming community 
is based upon the registration of automobiles in these 
states which, if I am correctly informed, shows that, 
for instance, Iowa has one automobile for each four- 
teen persons, Minnesota one for each sixteen inhabi- 
tants, and Nebraska one for each twenty persons. It 
goes without saying that where there are so many 
ars in everyday use—employed as pleasure vehicles 
as well as for business purposes—there must be a 
steady demand for the various articles classed as Au- 
tomobile Accessories, and the natural place to which 
to go for these Automobile Accessories is the store 
where kindred articles are being sold. 

Retail hardware dealers who have been selling tools 
of various kinds are naturally better able to explain 
the workings of the special tools required in making 
the many small repairs that an automobilist can do or 
prefers to do without sending his car to a garage or 
repair shop. But while these tools form an important 
part of the Automobile Accessories stock it should not 
be forgotten that there are a great many specialties 
which are being bought by automobile owners, such as 
special brackets for license plates, new style reflec- 
tors, signal horns of various styles, shock absorbers, 
trunk racks, etc., besides, of course, the regular lines of 
tires, inner tubes, tool boxes, repair kits, etc. 

It should be kept in mind that in most instances 
the automobilist will want the particular item for 
which he inquires right away. If he needs an inner 
tube he is hardly ever willing to wait until a special 
order can be sent to the supply house and the tube 
‘secured from there. If he is going on a long trip and 
wants to make certain that slippery roads will not 


interrupt his travel he wants a set of tire chains— 
and he wants them right away. If his spark plugs are 
not working properly he is not satisfied to wait for the 
supply to arrive from the wholesale house. They 
must be in stock when he asks for them. 

There are some items, of course, which the retail 
hardware dealer in installing an Automobile Accessory 
department may not need to include in his initial pur- 
pose, but such articles as go under the head of regular 
repairs or which are used on automobiles under ordi- 
nary circumstances must be carried regularly in stock, 
while specialties may be shown by sample, orders taken 
to be supplied as they arrive from the wholesale or 
manufacturing houses. 

The main point to remember in getting an Auto- 
mobile ‘Accessories department in the retail hardware 
store started out in the right way is to make a careful 
examination of the items which are in common every- 
day use—taking advantage of the information which 
can always be obtained from the supply houses in 
that respect—and then go after the business aggres- 
sively and continuously. 

Simply carrying the merchandise in stock is not 
going to build up any considerable amount of business. 
It is necessary that the dealer should make a special 
effort to inform automobile owners in his trading 
community that he is prepared to serve their needs and 
wants in this particular line, and that he should prove 
his preparedness by describing, illustrating and pricing 
definitely some of the items carried in stock. 

Such advertisements should be a regular feature of 
his advertising and should be published at least once 
a week, 

In his window displays the Automobile Accessory 


department should also be featured with special dis- 


plays appropriately grouped and accompanied by suit- 
able show cars and price tickets. 
Ji 7 
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Chicago, July 24, 1916. 


+ 
~~-oo 


TWIN CITY HARDWARE MEN DIRECTORS OF 
NEW STEAMSHIP COMPANY. 








Two well known wholesale hardware men of the 
Twin Cities, H. M. Hill, of Janney, Semple, Hill and 
Company, Minneapolis, and W. J. Dean, of Nichols, 
Dean and Gregg, St. Paul, Minnesota, have been 
chosen Directors of the Steamship 
Company, formerly known as the Port Huron-Duluth 


Northwestern 


Steamship Company. 
aaconsscissinslliipsisanapennaaasine 

Visit with other merchants wherever you find them, 
discussing store and business methods. If you don't 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








HANDSOME WINDOW DISPLAY OF PLATED 
WARE. 


The illustration herewith shows an attractive win- 
dow display of plated ware that was arranged by W. 
W. Cummins for the Spei.cer Hardware Company, 
Salem, Oregon, and received Honorable Mention in 








Window Display of Plated Ware. Awarded Honorable Mention, 
in AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition. Arranged by W. W. Cum- 
mins for Spencer Hardware Company, Salem, Oregon. 


AMERICAN ARTISAN AND HARDWARE ReEcoRD Window 
Display Competition. 

The window was trimmed with black cloth and the 
large star and three ovals in the background were 
filled with yellow puffed cloth, while the outlines and 
fancy designs were made by white rope. The three 
colors, black, yellow and white, made a striking con- 
trast and showed up the various articles to good ad- 
vantage. On the sections in the background were dis- 
played small scissors, knives, fancy clocks, trays, etc. ; 
while the tiers and floor showed clocks and watches, 
various kinds of trays, fancy pots and _ pitchers, 
jardinieres, candlesticks, teapots, vases and the like. 
The effect of the various displays was materially im- 
proved by placing sprays of holly in the star and 
ovals, and by the two potted palms at the sides. 

What is of particular interest in .this window dis- 
play is the decoration of the ceiling on the same plan 


as the floor and background of the window. Here 
also white rope was arranged to form designs on the 
black cloth, with the result that the continuity of the 
display was not broken and its beauty thus greatly 
enhanced. 





CLEVERLY=-ARRANGED WINDOW _ DISPLAY 
OF FLASHLIGHTS. 


The illustration herewith shows a cleverly-arranged 
window display of Flashlights which was prepared by 
Raymond S. Guest for George W. Stewart, Washing- 
ton, lowa, and received Honorable Mention in 





Window Display of Flashlights Awarded Honorable Mention in 
AMERICAN ARTISAN AND HARDWARE RECORD Window 
Display Competition. Arranged by Raymond §S. Guest 
for George W. Stewart, Washington, lowa. 


AMERICAN ARTISAN AND HARDWARE ReEcorp Window 
Display Competition. 

The window display pictured a girl’s room papered 
a light green with white enameled wood work. The 
wax figure of the little girl was shown sitting up in 
bed and holding in her hand a flashlight connected up 
with the electric circuit of the store and so arranged 
that it flashed on and off into the face of the burglar 
at the right, who was represented as dropping his re- 
volver and throwing up his hands on being met by the 
sudden flashes of light. The intruder wore a dark 
shirt and suit, his cap was pulled down almost to his 
eyes, and a red bandana handkerchief was tied over 
his face. 

On the wall in the back was attached a large cutout 
of a flashlight which served to link the scene with the 
articles displayed. In front of the bed, which was of 
regulation size, a rug was placed on the floor, on 
which were shown the different styles of flashlights 
and batteries; other advertising cards were tacked on 
the bed-spread and on the walls. 

The realistic setting, emphasized by the excellent 
lighting arrangement, helped to make the window 
display exceptionally attractive. 


-e- ono 


Opportunity knocks but never sends in its card. 
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EXCEPTIONALLY ATTRACTIVE SPECIMENS 
OF SHOW CARD WORK FOR RETAIL 
HARDWARE STORES. 


Progressiveness in any endeavor may worthily be 
lauded because it conduces materially to the success of 
everyone concerned. In every phase of modern re- 
tailing, for instance, higher standards are constantly 
striven for and attained, with the result that the sales 
power and the profits of the establishments in ques- 
tion are appreciably increased year after year. 

As a specimen of modern progress in what was at 
one time deemed a comparatively insignificant detail 
in the retail hardware dealer’s selling program, note 
the exceptionally attractive samples of show card 
work shown in the accompanying illustration, which 
were executed by H. W. Goeller for the Palace Hard- 
ware House, 913-915 State Street, Erie, Pennsyl- 


vania. Mr. Goeller, who by the way was enabled 
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and in these specimens every trimmer of window and 
inside displays has several samples as good as he 
possibly could find, that are deserving of his close 
study and emulation. 


-@- 


PATENTS FIREARM AND FRONT SIGHT FOR 
MILITARY SHOULDER ARMS. 





Thomas C. Johnson, New Haven, Connecticut, as- 
signor to the Winchester Repeating Arms Company, 
New Haven, Connecticut, 
has procured United States 
patent rights, under num- 





bers 1,191,515 and 1,191,- 
704, for a firearm and a 
front sight for military 
shoulder arms,  respec- 
. 4 tively, described in the fol- 
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1,191,515° “%, 
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lowing: 
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Samples of Show Card Work Executed by H. W. Goeller for the Palace Hardware Home, Erie, Pennsylvania. 


through the medium of such show cards and similar 
applications to secure [first Prize in AMERICAN 
ARTISAN AND HARDWARE Recorp Window Display 
Competition, prepared the cards by means of the air 
brush, the common sign brush and the lettering pen, 
and some idea as to the character of the work and the 
advisability of such a course may be gleaned from the 
fact that the beauty and effectiveness of the window 
and inside displays was in every instance highly en- 
hanced by their use. 

These show cards are not by any means of the 
types generally seen which consist merely of plain 
lettering in one or perhaps two colors on a white 
background—rather they may be termed real adver- 
tisements, because they tend to attract the onlooker 
and subsequently to place him in a favorable mood 
for making a further investigation. The handsome 
illustration, the distinctive lettering and the fancy 
borders and decorations all combine to give the show 
cards an air of attractiveness that is of real worth, 


Number 1,191,515: A take down firearm char- 
acterized by having the rear end of its forearm pro- 
vided with a yielding take up plunger for frictional 
engagement with the forward portion of the receiver 
of the arm for automatically taking up any shake in 
the take down connection between the barre! and the 
receiver. 

Number 1,191,704: A military sight having a sight 
base, overarching sight cover or hood, and a barrel 








embracing retaining band, all made in one piece, in 
combination with a sightpiece applied to the said 
sight base and located within the said overarching sight 
cover. 





Leap before you look and you will look foolish. 
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WHOLESALE HARDWARE FIRMS WHICH SELL 
AUTOMOBILE ACCESSORIES INVITED 
TO JOIN NATIONAL BODY OF 
AUTOMOBILE ACCES- 
SORY JOBBERS. 





AMERICAN ARTISAN AND HARDWARE RECORD has al- 
ways maintained that Automobile Accessories, as a 
line, were so akin to other lines handled in regular 
retail hardware stores that they were more suitably 
located in such stores than in any other retail estab- 
lishment. 

That this stand is justified is proven by the fact that 
by far the greatest number of Automobile Accessory 
manufacturers are seeking the patronage of the retail 
hardware stores as their chief outlet. 

In view of these facts, it would only be a natural 
consequence to have the wholesale hardware houses 
become the source of supply for Automobile Acces- 
sories for retail hardware stores which prefer to 
buy in smaller quantities rather than placing orders 
for such quantities as would make it desirable to buy 
direct from the manufacturers, and the development 
of the business is in that direction. 

When the Automobile Accessory business grew to 
become a really great business it was also natural that 
those who were engaged in wholesaling this line should 
form an organization for the protection of its mem- 
bers and the bettering of trade conditions, and such 
an organization was formed about a year ago, under 
the name of the National Association of Automobile 
Accessory Jobbers. 

One of its objects is to guard against unfair com- 
petition and cut-throat methods—a very laudable pur- 
pose and one for which it was absolutely necessary 
have an efficient organization. 

As will be seen from the following letter re- 
cently issued to present and prospective members in 
the hardware line by William M. Webster, Commis- 
sioner of the Association, there is a standing invitation 
to any wholesaler of hardware who also wholesales 
Automobile Accessories on the same or similar basis 
as he does his other lines, to become a member of this 
Association, for the upbuilding of the Automobile Ac- 
cessory business along profitable, progressive and 
right-principled lines: 

To AMERICAN ARTISAN AND HARDWARE RECORD: 

While all the controversy is going on in the columns 
of the trade journals, I write to say that insofar as 
we are concerned, we have no quarrel with the hard- 
ware people or anybody else, as we realize anyone has 
a perfect right to engage in the accessory line or any 
line he may elect, but we naturally feel that a party 
cannot be a jobber unless he really is one, and that is 
the only point at issue. We therefore fail to see the 
reason for the argument. 

We welcome anyone, whether a hardware, sad- 
dlery or any other concern, who wishes to go into the 
business and all we ask is that they go into it in the 
right way, for all we want is fair competition, clean 
business methods and reasonable trade protection. 

As an additional evidence of how we feel toward 
your line, I will again renew the invitation extended 
to the Hardware people in my letter of November 16, 


July 29, 1916. 


1915—those really engaged in the automobile acces- 
sory business—to help us better conditions in this line 
of business. 

Possibly you are not interested in becoming affili- 
ated with the Association just now, though in the 
future you may change your mind and think differ- 
ently of the matter and wish to make application. If 
you do, you have our assurance you will be entirely 
welcome. 

In the meantime if you can be of any assistance to 
us or we to you, insofar as bettering conditions in this 
line is concerned, we shall more than appreciate your 
cooperation. . 

All this talk about “High Voltage Wires,” “Chinese 
Wall” and “Trade Restriction” as it appeared in the 
editorial of June 22nd in Hardware Age is entirely 
without foundation, as was also the statement that 
any action was taken at the Kansas City meeting or 
any other meeting, against the hardware or any other 
line. I endeavored to correct this wrong statement or 
rumor in my letter last November and am very sorry 
indeed that a paper like Hardware Age should indulge 
themselves in a tirade of abuse and a long editorial 
of false or misleading statements against an organiza- 
tion of our kind, which has never done anything to 
injure them or to justify the publication of an unwar- 
ranted attack of this kind. I incline to the belief that 
if they had taken the trouble to look into the matter 
and learned the true facts, they would not have lent 
themselves to such an unworthy cause or misrepre- 
sentation. 

We are neither frightened or intimidated in the 
least. We know just how far the law will let us go, 
likewise know just how far the law of imposition, un- 
protected methods and illegitimate merchandising will 
allow any business to go. We know our premises and 
all we ask is reasonable trade protection and fair treat- 
ment in this line, such as you expect in the hardware 
line and as is accorded those in other branches of 
trade—nothing more; nothing less, their attitude to 
the contrary notwithstanding. 

I have now stated our position frankly and indi- 
cated our feelings toward not only the hardware job- 
bers but toward all who may wish to engage in this 
field of business and will deeply appreciate the cour- 
tesy of your reply, remaining 

Yours very truly, 
WILLIAM M. WEBSTER, 
Commissioner. 


Chicago, July 20, 1916. 





WHO MAKES RUBY LAWN MOWER ? 





To AMERICAN ARTISAN: 
Kindly advise who makes the “Ruby” lawn mower. 
SUBSCRIBER. 
——_——,, Missouri, July 26, 1916. 


a 





It is not enough to say an employer pays his men 
good wages and gets value received through common 
labor. But the point is when a merchant can get 
lis men working for him all of the time and striving 
to co-operate with him in making the business a bigger 
and better one, then he has succeeded. 
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INVOICE PRICE NOT TO BE FOLLOWED 
BLINDLY IN MARKING RETAIL PRICE, 


In a recent article by a well known authority on 
merchandizing who has made a success as a retail 
buyer, salesman and manager, the following instruc- 


tive statements are made: 
Getting a Profit Is the Thing. 


When a dealer learns how to figure profits and does 
figure them right, he has progressed a long way to- 
ward having a proper grasp on the control side of his 
business. 

But the proper figuring of results means vastly 
more than knowing how to combine sets of figures to 
bring the right results. 

When a merchant can see that an article costing 
one dollar should be sold for $1.39 if he wants to 
gain a net profit of 10 percent, with his cost of doing 
business 18 percent on sales, he is the possessor. of 
some knowledge well worth while. But it cannot be 
said even then that he prices his merchandise properly. 
Is 10 percent net on that article enough? 

Is the article worth really more than $1.39? 

Judged by the quality of the merchandise, rather 
than by the invoice price, is there a legitimate oppor- 
tunity in this item to get a fancy net profit—or in any 
event a higher figure than the one usually aimed at? 

Unless the dealer knows enough about merchandise 
and demand to place the selling price at a higher figure 
when he knows he very properly and honestly can get 
the higher figure, then he yet has a great deal to learn 


about pricing merchandise. 
Profit Margins Must Vary on Different Articles. 


Let’s consider your case. You aim at realizing an 
average say of 10 percent net on the things you sell. 
But you know very well it is by no means sure that 
you will get this average. You are more likely to fall 
below the mark than you are to reach it or exceed it. 
You know from experience that on many items your 
selling price must of necessity be near cost—much 
too near for comfort and for the good of your aver- 
age net profit. You know that on some other staple 
items your selling price must be placed at a figure 
that takes no account at all of profit. It may even 
be that you have things in your stock that you have 
to sell right along at an actual loss. 

Now, then, if you sell some things at a loss, some 
things at cost and other things at next to no profit, 
where are you going to come out if the profit on some 
other items does not go above the 10 percent average 
net profit at which you are aiming? 

It is a totally unnecessary reflection upon your in- 
telligence to say that if you figure your profits on this 
basis you will not come anywhere near averaging the 
IO percent net profit that you seek. 

Larger Profit Than Average on Some Lines. 


On the other hand, if you get a fancy profit wken- 
ever a rightful opportunity is offered, you thus can do 
much to offset the lack of profit on some other things 
and thus come a great deal nearer to hitting the mark 
you are aiming at. 

Improper pricing of goods, in addition to reducing 
your net profit returns, also increases your leftovers 
—the things that eat up the profit made by turnovers. 
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Enamelware Assortment Case in Point. 

You buy, for instance, a splendid assortment of 
enamelware. You purchase it at a figure that enables 
you to sell the items at Ioc a piece and yet make a 
profit. So you put the whole assortment on sale at a 
dime each. What happens? The big items are 
snapped up with eagerness. The items of lesser value 
also may be expected to go with fair. speed. But 
what about the small items—the spoons and the dip- 
pers which cost you just as much as the larger items? 
A considerable portion of them may be left on your 
hands—enough perhaps to spoil the profit on the as- 
sortment as a whole. Some few of these items may 
not be worth roc. Anyway who can expect a woman 
to pay 10c for a spoon or a dipper when right beside 
it, made out of the same grade of goods, is a good 
sized coffee pot, a dish pan, or a sauce pan at the 
same price? 

An assortment of this kind of merchandise prop- 
erly handled is really an exceptional opportunity for 
profit. And, when you slavishly follow the invoice 
price in making your selling price, you throw this 
opportunity. 

The worth of the item rather: than the invoice cost 
should be the rule for fixing the selling price. Thus 
you might be able to sell some things in the lot for 
25 or 35 cents. Others could bring 15 or 20 cents. 
Others could be priced at 10 cents and then the smaller 
items could have a ready sale at 5 cents. 

The transaction, disposed of thus, could mean a 
very handsome profit. You then would be gaining 
from your superior buying facilities. You would be 
realizing a dividend upon what you know as to the 
most profitable source of merchandise. You would 
be doing much toward evening up for some of the 
everyday staple items upon which from the very neces- 
sity of things a profit is denied you. You would be 
doing much to lessen the evil of leftovers in your 
store, 

You are in business to get a profit. 





CASH REGISTER RECEIPTS HAVE REAL 
ADVERTISING VALUE. 





It goes without saying that the best “prospects” a 
dealer has are his present customers. By coming to 


his store, they indicate their preference of trading 


‘with him and it is highly probable that if they knew 


more about what he has to sell, his sales would be 
appreciably increased. In this matter of acquainting 
his customers with his stock, the value of a cash reg- 
ister that prints advertisements on receipts or sales- 
slips, enters prominently. The 1916 National Cash 
Registers, it is said, permit the dealer to announce 
any specials that he desires to feature, on the back of 
the receipts, thus forming one of the cheapest and 
most effective forms of direct-appeal advertising, be- 


cause these:slips go into the customers’ hands just 


when they are in the store and in the mood for pur- 
chasing. All that this store advertising entails, accord- 
ing to the manufacturers, is the smal! cost for the elec- 
trotypes. Further details of the National Cash Reg:ster 
Service and the plan for using register receipts aid 
sales-slips for store advertising can he secured :rom 
the National Cash Kegister Company, Dayton, OL. 
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HUMAN TOUCH MAKES LETTERS BETTER 
PRODUCERS OF SALES. 





In the following article, received by AMERICAN 
ARTISAN AND HARDWARE ReEcorp from Phil B. Al- 
bert, of the Speer Hardware Company, Fort Smith, 
Arkansas, there are a number of good suggestions as 
to the writing of sales producing letters: 

Letters in Their Shirt Sleeves. 

Whom do you honestly like better—your pals whom 
you go hunting and camping with, whom you meet 
with their sleeves rolled up, or your acquaintances that 
you meet formally at social functions, and whose mo- 
tives you distrust? 

Which gives you the facts quicker, but holding your 
interest throughout, a front page news story, or a 
lengthy, dry document with 100 percent law to the 
square inch? 

You know the answer to both questions—just as 
well as I know. 

Now, Mr. Jobber, your customers—Jim Walker, 
Will Johnston and the other fellow you sell hardware 
to—are ordinary mortals, and they are deucedly busy 
sometimes. They don’t expect you to put Lord Ches- 
terfield into your letters, nor do they expect a precise, 
and stilted address in every instance. 

Of course, they desire and appreciate business cour- 
tesy, but they don’t like to wade through two para- 
graphs of salutations before they get at the gist of the 
matter, and then scan another finishing paragraph that 
contains nothing, with the expectation of finding there 
something of moment. 

Undress your letters as often as you can; be hu- 


man. Make them plain, and to the point; cut out the 


superfluous guff; it’s all right in a business college, | 


but the idea of an up-to-date business man using such 
language just because it happens to be typewritten, 
is absurdly foolish. You wouldn’t talk that way to 
him in your house if he came in to buy, nor would 
you talk to him in that manner if you went into his 
store to sell him, then why in the name of common 
sense, do you talk to him that way through the mail? 

I am not declaring for smart letters, but for short, 
concise and to-the-point letters, and every last chance 
you get, make them of a personal type; your sales- 
men write their customers or the majority of them, in 
that manner, and what in the world are the sales- 
men, but representatives of your house. The man 
who is taking care of the correspondence and mail 
ordets of the house should make one or two road trips 
a year, and scrape all the personal acquaintances he 
can, in order that he can understand the individual 
wants of each customer, thir peculizritics and how 
to appeal to them. Then he can put the proper action 
into his letters, he can sell more goods by mail. 

“Uncle Sam should pass a postal law preventing 
such nonsensical letters as the average business house 
mails out, from going through the mails,” the adver- 
tising manager for one of St. Louis’ largest retail con- 
cerns stated to me upon one occasion. 

He is taking an impossible stand, but you who are 
in sympathy with him, would readily vote for such a 
law. 
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We like te go to church—sometimes—and when 
there, all will join in the ceremonies, whether they are 
simple or elaborate. After church, all make the state- 
ment, “Preacher Blank delivered a good sermon, etc.” 
We cannot judge how much good has been done by 
that attendance, but certainly not much material good, 
and in most instances, but little spiritual good. Then, 
on the other hand, note the Salvation Army, a Church 
Order devoid of its pomp and ceremony, a religious 
body in its shirt sleeves—we all admit that they get 
results, and we all help them as much as possible. 

A letter to a plain business man will be better for 
all concerned in its shirt sleeves—less work for the 
stenographer, less time taken up by a high priced 
executive in dictation, and less time for Bill Jones, 
hardware dealer, to read it. 

I could give you a thousand examples of the long- 
winded letter, but have always practiced what I preach 
—so will “cut it short.” , ' 


~~ 


DETACHABLE SWIVEL BASE EXTENDS 
USEFULNESS OF VISE. 





A feature in vises that will be quickly appreciated 
by tool makers, machinists, electricians, amateurs 


and all other 
users of high 
grade labor- 


saving tools, is 
said to be found 
in the Yankee 
Vise Number 
1993, with de- 
tachable swivel 
base and_ spe- 
cial grooved 
block, shown in the accompanying illustration. This 
vise, according to the manufacturers, may be quickly 
detached from its swivel base by the turn of a set 
screw, and being machined all over, can be used in 
any position as a jig for special work on. the drill 
press, shaper and other machines. It is said to be 
capable of holding the work rigid at any angle with 
the use of the grooved block, and with equal facility 
the swivel base can be firmly locked and in any posi- 
tion and released by a short movement of the lever at 
the side. Further particulars of the Yankee Vise and 
the remainder of the extensive line of Yankee tools 
can be obtained from the North Brothers Manufac- 
turing Company, Philadelphia. 





Yankee Vise With Detachable Swivel Base. 





WHAT A QUARTER MORE TO EACH 
CUSTOMER MEANS IN A YEAR. 





Do you know that if you can sell each customer 
that comes into your store 25 cents’ worth of goods 
more than she had any intention of buying and you 
wait upon an average of fifteen each day, figuring 300 
working days per year, it means an increase of $1,125? 
And if you employ two clerks and each does the same 
it means more than $3,000 increase a year. Surely 
that is worth the little extra effort it takes to do it, 
for it doesn’t take much salesmanship to sell each 
customer 25 cents’ worth extra. 
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RACING CHAMPION COMMENDS GRAPHITE 
AUTOMOBILE LUBRICANTS. 


Among the many “Speed Kings” who use and 
recommend Dixon’s Graphite Automobile Lubricants 
is Dario Resta, winner of the Sixth Annual Indian- 
apolis Automobile Race and victor of many other 
races that have established his supremacy in the auto- 
mobile racing world. Like the other drivers, Resta 
no doubt gave each of the various automobile lubri- 
cants a trial until he found those that proved most 
effective, and the fact that the various Dixon 
Graphite Automobile Lubricants have received his 
endorsement speaks well for their merits. These 
greases are made in a great variety for the different 
parts of the automobile, ranging from a graphite gear 
oil for worm drives, through a graphited grease for 
transmission and differential gears, compounds fer 
cylinders, chains, springs, tires, bearings—in fact, 
wherever friction occurs—to greases for universal 
joints, water pump caps, overhead valve collars and 
clutch thrust collars. Booklet Number 18G, giving 
further details and dealer’s proposition can be ob- 
tained from the Joseph Dixon Crucible Company, 
Jersey City, New Jersey. 


FIELD FOR AMERICAN ENAMELED WARE IN 
HAITI. 





Garrard Harris, Special Agent of the Bureau of 
Foreign and Domestic Commerce, Washington, D. C., 
in a recent report states that before the European war 
Haiti went largely to 
There seems to 


the enameled-ware trade of 
Austrian and German manufacturers. 
have been no particular preference as to color or de- 
sign, except that toilet sets (pitcher, basin, soap dish, 
toothbrush stand, and slop jar) were wanted in white 
enamel edged with blue, and plates, cream pitchers, 
small water pitchers, milk pans, and the like were also 
made in the white. Saucepans, stewpans, preserving 
kettles, washbasins, coffee-pots, cake pans, and such 
were of the familiar bluish ware, or else in a marbled 
and mottled effect. 

It has been suggested by several dealers that if a 
decorated white enamel could be produced in bedroom 
sets, plates, dishes, and water pitchers, it would be 
bought readily and that higher prices would be paid 
for the decorated goods than for the plain. The 
Haitian trade also prefers the tops of all such vessels 
as coffeepots, sauce pans, preserving kettles, and slop 
jars to be made of enamel instead of tin, as that metal 
does not resist the climatic changes and soon rusts 
and becomes unserviceable. 


~~ oe 
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LIGHTNING RODS THAT ARE ENDORSED BY 
BUREAU OF STANDARDS. 





A technologic paper on the “Protection of Life and 
Property Against Lightning,” recently issued by the 
sureau of Standards of the United States Depart- 
ment of Commerce, states that the property loss by 
lightning for the entire country is approximately 
eight million dollars per year, of which by far the 
greater part occurs in rural districts. Such evidence 
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as is available on the effectiveness of lightning rods 
as a safeguard against lightning indicates that rods, as 
they come in the general run of installations, reduce 
the hazard by 80 to 90 percent in the case of houses 
and as much as gg percent in the case of barns. It 
has been found that the most important property 
which must be possessed by the metal of which a 
lightning rod is made, is resistance to atmospheric 
and soil corrosion, and to impart this property to 
iron, it must be galvanized. Experiment and observa- 
tion have also proven that the rods sold at the present 
time which seem most advantageous are the star-sec- 
tion iron rod and the tightly-twisted copper cable. 
Rods of the type that have received the endorsement 
of the Bureau of Standards are carried by the E. A. 
Foy Company, Cincinnati, Ohio. These Star galva- 
nized iron lightning rods, in addition to embodying the 
specifications of the Bureau of Standards for the 
most efficient protection against lightning, are said to 
be unexcelled in points of practical application, ap- 
pearance, endurance and safety. Much more inter- 
esting information about lightning in general and the 
Star lightning rods in particular is contained in book- 
lets which will be sent upon request by the E. A. 
Foy Company, Cincinnati, Ohio. 
ere eee 
DOOR SETS IN GREAT VARIETY OF 
HANDSOME DESIGNS. 


The various types of residences and other buildings 
and the different tastes of builders have resulted in 
the manufacture of numer- 
ous designs of builders’ 
hardware items, as for in- 
stance, door sets. Besides 
securing door sets of pretty 
design, the owner and con- 
tractor them to be 
durably and efficiently con- 
structed and these character- 
attributed to the 


desire 


istics are 
extensive line of door sets 
manufactured by the Taylor 
and Boggis Foundry Com- 
pany, Cleveland, Ohio. In 
the herewith is 
pictured one of their front 





illustration 
Rome Design Front Door Set. 
door sets, the Rome design, which is made of wrought 
steel or wrought bronze metal in all suitable finishes. 
In addition to these, their catalog lists and illustrates 
many other door sets in various patterns for vestt- 
bule doors, inside doors, store doors, sliding doors, 
etc., together with latch sets, door pulls, locks, keys, 
knobs, escutcheons, house numbers, mail boxes, chest 
handles, drawer pulls, bolts, catches, turns, hooks, 
lifts, push plates and similar items. 
catalog of builders’ hardware will be sent upon re- 


( opies of this 


quest, by the Taylor and Boggis Foundry Company, 
Cleveland, Ohio, or 02 East Lake Street, Chicago, 
Illinois. 

Don’t think that boosting sales necessarily means 
boosting profits. Sometimes the bigger the sales, the 


less the profits. 
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GOOD FILES INCREASE LIST OF SATISFIED 
CUSTOMERS. 


When a mechanic receives service that is lasting 
and satisfactory from any of his tools, it goes with- 
out saying that when he is again in need of these and 
other tools, the dealer from whom he purchased them 
will receive this business—and more than that, the 
business of many friends of ‘the pleased customer. 
So it is but sound business judgment for the retail 
hardware dealer to sell tools that will make an ever 
increasing list of satisfied customers, and this advan- 
tage is said to be offered those handling Nicholson 
files, which, the manufacturers state, are made to 
suit every need and are guaranteed to give absolute 
satisfaction. To present further information about 
files in general and Nicholson files in particular, the 
manufacturers will send free, upon request, copies of 
their new catalog—said to be the only one printed 
showing actual photographic reproductions of files— 
and “File Filosophy,” a very interesting educational 
booklet on the subject of files. Requests should be 
made to the Nicholson File Company, Providence, 
Rhode Island. 


SS eS 
OBITUARY. 





Charles A. Wheeler. 

One of the best known hardware salesmen in Mich- 
igan has made his last trip. Charles A. Wheeler, rep- 
resenting the Delamater Hardware Company, De- 
troit, Michigan, died suddenly on the night of July 
20th while stopping at the Hotel Leclerc at St. 
Ignace, Michigan. Mr. Wheeler’s first position in the 
hardware business was with the old wholesale house 
of Ducharme, Fletcher and Company, Detroit, start- 
ing in as assistant bookkeeper and advancing to stock 
clerk and city buyer and finally became a traveling 
salesman, remaining with this concern and its suc- 
cessor, the Fletcher Hardware Company, until about 
five years ago when he associated himself with the 
Delamater Hardware Company. 

He was about 54 years of age and is survived by his 
widow and three sons, Allen, Kenneth and Lloyd 
Wheeler. For many years he had been prominent in 
the United Commercial Travelers’ organization, being 
a Past Grand Counselor of the State body. He had 
a large circle of friends who will grieve to learn of 
his demise. 

Se a 
RETAIL HARDWARE DOINGS. 





CALIFORNIA, 

The Willard Hardware Company, Stockton, has pur- 
chased the stock of the Willard Morgan Company and will 
add a line of automobile accessories. 

IOWA. 

The Casey Hardware Company, Marion, has purchased 
the hardware business of Bonebrake and Son. They will also 
carry automobile accessories. 

W. A. Folkerts and William Springer, Manson, have pur- 
chased the Russell Blake stock of hardware and will continue 
under the name of Folkerts and Springer. They will also 
carry a line of automobile accessories, warm air heaters and 
plumbing material. 

_C. A. Fountain, Modale, is erecting a two story brick 
building for his hardware and furniture business. 
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H. Bert Ley, Ledyard, has purchased the Blome Hard- 
ware Store. 

M. L. Kolsto, Newhall, has suffered a $7,500 fire loss on 
his retail hardware store. 

The hardware store of J. E. Andrews was destroyed by 
fire, the loss being $10,000. 

Frank C. Boyle and Fred D. Empkie, Pacific Junction, 
will open a hardware store. 

T. E. Mason, Primghar, has bought a stock of hardware 
and furniture. 

H. C. Todd, Waverly, has sold his hardware store to 
Luhring and Pape. 

MICHIGAN. 

The hardware stock of Crandall and Walker, Imlay City, 
has changed hands and is now conducted under the style of 
the Crandall Hardware Company. 

The Soo Hardware Company, Sault Ste. Marie, has been 
incorporated with a capital stock of $66,830. 


MINNESOTA. 

Ole J. Berg and Peter Hoplin have purchased the Larson 
hardware stock in Brandon. 

J. R. Jones, Ottertail, has bought a hardware store. 

Bert Manach, Redwood Falls, will engage in the hardware 
business. 

Olaves Olson, Spring Valley, has bought the hardware 
and implement business of Harry Warren. 

David B. Nelson and Ole Hoplin, Lowry, have taken over 
the Lowry hardware and furniture store. 

Cosgrove Brothers, Le Sueur, have engaged in the hard- 
ware business. They will also carry a line of automobile ac- 
cessories. 

C. A. Anderson, Lowry, has sold his hardware store. 

John W. Wahlberg, Warroad, has purchased the hard- 
ware business of Lee Townsend. 

A one story brick addition is to be built to the Becker- 
Deber hardware store in Eden Valley. 

The Geidl Hardware Company, New Munich, has dis- 
posed of their stock to Joseph Link of Morton. 


MISSOURI. 
The new building which M. Anson is erecting for a hard- 
ware and implement store at Aullville is nearing completion. 
Lohman and Leighninger, Lathrop, have been succeeded 
by A. J. Edmonds. His stock will consist of hardware, auto- 
mobile accessories, implements, sporting goods, etc. 


MONTANA. 
The O. K. Hardware and: Implement Company, Town- 
send, will open a store. 
NEBRASKA. 
D. T. Plant, Loop City, has purchased the Arentt hard- 


ware store. : 
A. F. Schwartz, Axtell, has traded his hardware store to 


Soker and Samuelson. 
The Fairchild Hardware Company, Bertrand, will open a 


hardware store August Ist. 
F. A. Colglazier, Falls City, has bought a hardware store. 
Fred Sandoz, Verdigre, has sold his hardware store to F. 


C. Maly. 
NORTH DAKOTA. 


An addition is being built to the Eastman hardware store 
in Buchanan. 

The Olsen and Gravseth hardware store, Carson, has 
changed hands. Mr. Gravseth has sold his interest to Ernest 
Stith and the firm will be Olsen and Stith. 

The Glasston Co-operative Company, Glasston, will en- 
gage in the hardware, implement and general merchandise 
business with a capital of $25,000. 


NEW MEXICO. 

The Whitney Hardware Company, Albuquerque, has 
moved to 307 West Central Avenue. The firm has discontin- 
ued its plumbing and tinning business and will add automo- 
bile accessories. 

SOUTH DAKOTA. 

Harry G. Nelson, Alpena, has purchased the Childs hard- 
ware stock and will add a line of sewing machines and auto- 
mobile accessories. 

W. E. Kuhn, Belvidere, has bought the Jacob Olson hard- 


ware store. 
TEXAS. 


The Dalhart Hardware Company, Dalhart, has engaged 

fn the hardware and implement business. 
WASHINGTON. 

J. J. Wells has sold his interest in the Wells Hardware 
and Furniture Company, Uniontown, to Arthur Farrish. 

The Chehalis Hardware Company, Chehalis, has been in- 
corporated to hanlde a line of hardware, automobile acces- 
sories, implements, etc. 

WISCONSIN. 

George Duvel, Benton, has sold his hardware store to 

William D. Hird. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








Special values in any line are always a great attrac- 
tion and they form the theme of the advertisement 
shown herewith, which was inserted in the Times, 
Cedar Rapids, Iowa, of March 22, by the E. R. Bige- 
low Hardware Company, 220 South Second Street, 
of that city, arid occupied a four and one-half inch 
space of double column width. This advertisement 
no doubt brought satisfactory returns because it pos- 
sesses the chief requisites of effective advertising: 


Aluminum Specials 


There are no better articles for the 
kitchen than cooking utensils made of 
Aladdin Aluminum ware; of which we 
have a complete stock, 

In order to ‘further introduce this @ 
splendid ware into the homes of Cedar’ 
Rapids we are offering 


Two Special Values for 
Yhursday, Friday and 
Saturday 
Windsor Aladdin Aluminum Kettle — 
6 quart —for $1.69. 


N Windsor Aladdin Aluminum Kettle — 
| 4 quart —for $1.39, 


sia in. and see these kettles and also’ our 
Complete Line. 


E.R. BIGELOW HDW. CO. 


Everything in Hardware. 
220 South Second Street. 








>> 


PHONE 411, 











The heading tells the purport of the advertisement ; 
the text emphasizes the excellence of the articles in 
question ; the reason for offering the special values is 
given; the ware is illustrated and priced, and the con- 
cluding words invite the housewives to step in and see 
the complete line. The specific quotation of prices, 
as in practically every instance, puts the finishing 
touch of attractiveness on the advertisement and gives 
the reader something substantial upon which to base 
his judgment. 

The Murphy-Maclay Hardware Company, Great 
Falls, Montana, ran the four inch, double column an- 
nouncement shown herewith, in the July 14th issue of 
the Great Falls Daily Tribune, for the purpose of 
impressing upon the mechanics of the community the 
fact that they carry an extensive line of high grade 
tools in standard makes at reasonable prices. While 
it is generally accepted that an announcement such as 
this does not have the weight and influence of a regu- 
lar advertisement, featuring certain items by means of 
illustrations, descriptions or outlines of merits and 
usefulness, and quotations of prices, still it serves 
in a way to fix in the mechanic’s mind the knowledge 
that he desires before purchasing—as to where he 
can secure high grade tools at fair prices. 

The layout of the announcement itself is also praise- 


worthy. The double border, the double rules setting 
off the text from the heading and the name, and the 








Mr. Mechanic! 


We carry the.largest liné of Tools in 
this part of the state. All standard 








makes, the name of the maker on every 
tool, such as Stanley, Disston, Atkins, 
you ever 


Wiley-Russell, etc. Have’ 
heard of anything better? en there 
is, we have it. Don’t buy tools before 
seeing what we have and getting our 
prices. 


MURPHY-MACLAY HARDWARE £0. 





























uniform type all combine to make it attract and re- 


tain the attention of the reader. 
* ok * 


Without a specific quotation of prices, a news- 
paper advertisement of a retailer is generally handi- 
capped to a appreciable extent. Every customer, 
even the most skeptical, is influenced considerably in — 
his or her decision to investigate, by the attractive- 
ness of the prices at which the articles are listed. 
smc 028) BM A A A Aa A 


| WE ADVISE 


The immediate purchase of 
such Aluminum Ware as 
you need at once. 


Prices Are Advancing 


We have a choice stock to select from at 
the OLD PRICES while it lasts 


| Scott Hardware Co 


ae a a A Al MM Sa a 0 a Be 
Sut except for the fact that a few pieces should have 


SE AEE TD 2 TE SBIR PRC Se 


been listed as typical of the others in the stock, the 
advertisement shown herewith is commendably pre- 
pared. The motive back of the advertisement is 
brought out clearly and it is this frank statement of 
business conditions that makes such a favorable im- 
pression upon every reader. The Scott Hardware 
Company, Anamosa, Jowa, ran this advertisement in 
the Anamosa Journal, where it occupied a double 


column space, four inches deep. 
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HEATING AND VENTILATING 








UNIVERSITY OF MINNESOTA WILL PUBLISH 
BULLETIN SETTING FORTH ADVANTAGES 
OF PROPERLY INSTALLED WARM AIR 
HEATING APPARATUS. 


It will be remembered that AMERICAN ARTISAN was 
the first trade journal to call attention to a Bulletin 
prepared by Professor J. P. Mowry, of the Uni- 
versity of Minnesota, and published by that Uni- 
versity, purporting to “assist” the farmers in Minne- 
sot in choosing an efficient apparatus for the heat- 
ing of their homes. In this Bulletin a number of very 
serious misstatements as to warm air heaters were 
made, as has now been admitted by the Professor, 
and a promise has been made that another Bulletin, 
setting forth the real truth about warm air heating 
apparatus, will be prepared and mailed to the same 
55,000 persons who received the first Bulletin. 

A number of letters from installers and manufac- 
turers of warm air heaters have since been published 
in AMERICAN ARTISAN, the latest one appearing on 
page 33 of the July 22nd issue. Herewith follows a 
letter from E. L. Jaynes, President of the North- 
western Furnace and Supply Company, Minneapolis, 
in which it is suggested that since Professor Mowry 
has admitted his error and has promised to have pub- 
lished another Bulletin of constructive nature, set- 
ting forth the advantages of preperly installed warm 
air heating apparatus, no good purpose will be served 
by writing any more letters to him or to the Uni- 
versity officials bearing on this matter: 

To AMERICAN ARTISAN: 

Referring to the several articles that have been 
published recently in AMERICAN ARTISAN as well as 
those in other publications, all bearing on the Bulle- 
tin that was published by Professor J. L. Mowry of 
the University of Minnesota and the review of said 
sulletin by the Minneapolis Tribune on June fourth 
the writer has a few words to say and a little bit of 
advice to give in connection with the matter. 

To begin with, when this article was published in 
the Minneapolis Tribune, and the Bulletin was 
brought to my attention I immediately called the lead- 
ing jobbers of warm air heating apparatus in the 
Twin Cities together and after considering the prop- 
osition thoroughly at that meeting the writer was in- 
structed to call on the Professor personally. That 
gentleman informed me that the Bulletin had just 
been mailed to 55,000 people in the state of Minne- 
sota and he took the position that there had been 
nothing stated that would be detrimental to the Warm 
Air Heating business. He also stated to the writer 
that he had given no interview to any reporter and 
that as far as he knew no one of the University fac- 
ulty or officers had submitted to an interview and 
that if there was anything in the article that was detri- 


mental to the business, it was a mis-quotation of his 
Bulletin or a bare-faced lie, because there was cer- 
tainly nothing in the Bulletin that would be detri- 
mental to the business, and it was certainly not the 
policy of the University to publish or send out any- 
thing that would be detrimental to any line of busi- 
ness. 

We took his statements as being truthful and we 
did not take the time to read the Bulletin while in 
his office, but after returning to our office we found 
that the Bulletin contained statements that were abso- 
lutely wrong and, we believe, detrimental to the fur- 
nace business. In fact, everything stated by the 
Minneapolis Tribune and more. 

In view of the fact that the Bulletin had been sent 
out and from the further fact that they had gone to 
a class of people not reached by any trade paper and 
perhaps not one-tenth reached by the Minneapolis 
Tribune or any daily paper published in the state it 
at once became a serious problem to us to know how 
to go about it to offset or counteract the effects of 
this Bulletin. We immediately wrote to the National 
Association of Sheet Metal Contractors and to one 
or two other good first class furnace men in the 
United States and asked for suggestions along this 
line. 

About the same time Mr. Fath of St. Louis came 
into our office and I showed him the article published 
in the Minneapolis Tribune ; he wrote you and sent you 
a copy of same and his letter was published by you 
and then later on, the National Association took the 
matter up, with the result that the Professor and the 
University officials have been flooded with letters 
which undoubtedly were written with the very best 
of intentions but more or less insulting in their way 
and at least aggravating to the Professor and the 
officials of the University. 

The writer this time in company with Mr. 
Scheffner, of the Excelsior Steel Furnace Company, 
personally visited the Professor again and brought 
his attention to the fact that the Bulletin was detri- 
mental to our business; that it was destructive in its 
nature rather than constructive, and after consider- 
able argument with him succeeded in convincing him 
that literature sent out by any university purporting 
to be beneficial to mankind should be of a construc- 
tive nature rather than destructive. We also succeeded 
in getting a promise from him to publish another Bul- 
letin -which would be of a constructive nature and 
show the advantages of a good first class Warm Air 
Heating system and the new Bulletin would be mailed 
to the same 55,000 people that received the other 
one. This all to be done at the expense of the State 
and as a State Bulletin. Professor Mowry asked the 
writer, in connection with Mr. Scheffner and others 
interested here in the Twin Cities, to write up and 
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prepare such a Bulletin as would be satisfactory to 
us from a scientific and good Warm Air Heating 
standpoint. This Bulletin is now in preparation, and 
we believe that any further letters written by the 
trade generally throughout the United States to the 
Professor or to any of the officials would be detri- 
mental to our interests rather than beneficial and we 


are therefore going to request that any further let- . 


ters of that nature be withheld for a time at least. 


When we consider the motive back of the Pro- 
fessor’s Bulletin he cannot very well be blamed for 
the position he takes. As we see the matter, and we 
are looking at it from the standpoint of the furnace 
manufacturers and jobbers, he is simply telling the 
public in this Bulletin the results that people have 
gotten in the past who have purchased warm air heat- 
ing plants, simply emphasizing the fact that there has 
been a lot of very “bum” furnace work done in the 
Twin Cities. 

The Professor sent out students to make an in- 
vestigation in St. Paul and Minneapolis, asking every 
owner they came to what kind of heat they had, how 
they liked it and what objections they had, and they 
found almost invariably that those who had furnaces 
in their homes complained of the dirt and dust, of the 
leaking of gas and smoke and of having a few rooms 
that they could not heat, etc. On the other hand, 
those who had hot water heat were almost invariably 
pleased with their system. They had been told and 
were willing to believe that they had the best system 
in the world and that even if it was dusty and dirty 
there was no help for it. Even if it failed to heat 
their homes, they refused to admit it. 

Now when you come to consider that in this city, 
as well as others, the majority of the homes are 
built by real estate dealers and sold on a monthly 
payment proposition, it is easy to see why the Pro- 
fessor got a “bum” idea of furnace work. One can 
scarcely find it in one’s heart to condemn a man for 
telling the public the actual results of an extensive 
investigation of that nature, when we know that such 
are the true conditions. The thought never occurred 
to the Professor that there might be any better kind 
of Warm Air Heating. If the heating men would 
get away from the cheap furnace installation and re- 
fuse absolutely to sell a man a plant unless he could 
get money enough to warrant him in putting in a 
good plant, such a condition as the Professor found 
would be impossible. 

We trust the experiences we are all having with 
this Bulletin will in the end prove to be beneficial to 
all of us. We believe that it will. We believe it has 
awakened the manufacturer to the realization that 
cheap goods are not the best. We believe that when 
the new Bulletin is published and the reaction which it 
will set up has started in, all manufacturers will reap 
a benefit from it, and inasmuch as the Professor has 
shown a disposition to do the right thing let’s quit 
hounding him with saucy letters. 

Yours very truly, 

NORTHWESTERN FuRNACE & SuPPLY COMPANY, 

E. L. Jaynes, President. 


Minneapolis, Minnesota, July 21, 1916. 
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COLONEL J. B. OUTLAND APPOINTED 
PACIFIC COAST AND WESTERN REP= 
» RESENTATIVE OF WROT IRON 
HEATER COMPANY. 


Colonel J. B. Outland who for many years has been 
connected with the Lennox Furnace Company, 
Marshalltown, Iowa, has been appointed Pacific Coast 
and Western Representative by the Wrot Iron Heater 
Company, Des Moines, Iowa. 

The Colonel is credited with having designed the 
heating and ventilating systems of more large public 
buildings using warm air heating apparatus than any 
other man in the world, and some of the largest audi- 
toriums on the Pacific Coast are equipped with warm 
air heaters installed under his supervision. He will 
also serve as Chairman of the Company’s Consulting 
3oard of Warm Air Heating Engineers, whose serv- 
ices are free to all installers, whether customers of 


the Company or not. 





DURABLE WARM AIR HEATER 
MODERATE PRICE. 


AT A 


Iilling the demand for a durable, economical warm 
air heater at a moderate price, one in which hard or 
coal or wood 
used with 
satisfactory 
way 
Gem 


soft 
can be 
equally 
results, is the 
the Robinson 
Warm Air Heater, 
shown in the accom- 
panying illustration, 
This 
warm air heater em- 
bodies the  well- 
known Eclipse fire- 
made 


is described. 





pot which is 
in two sections, with 
division 


Robinson Gem Warm Air Heater. 


the upper 
smooth on the inside and corrugated on the outside, 
the lower section having pockets to admit hot air into 
the fire and thus facilitate the complete combustion of 
Of equal importance with this is the Robin- 
This has a 


the fuel. 
son steel radiator with cast iron top. 
direct draft damper whereby, the manufacturers state, 
it can be used either for direct draft or return flue and 
its construction permits it to be cleaned with ease. 
Further details of these and other exceptional fea- 
tures of the Gem Warm Air Heater are contained in 
the catalog which will be sent upon request by the 
West Lake 


Robinson Furnace Company, 205-207 


Street, Chicago, Illinois. 
0 


WHAT IS BEST MATERIAL FOR SMOKE PIPES 
ON WARM AIR HEATERS? 


To AMERICAN ARTISA> 


Would like to ask fellow installers what they con- 
sider the best material for smoke pipes for warm air 
heaters. 

W. M. ScHopiNncer. 

Shullsburg, Wisconsin, July 25, 1916. 
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EXPERIENCE TEACHES BEST CONSTRUCTION 
FOR STEEL WARM AIR HEATERS. 





In the construction of the Boynton Steel Dome, 
Square Pot, Double Return Flue Warm Air Heater, 





Boynton Steel Dome Square Pot Warm Air Heater. 


the manufacturers use heavy steel plate in the body 
and flue pipes, where it is needed for quick heating, 
and cast iron where it is necessary for durability, as 
for instance in the firepot and all below it, as well as 
in the horse shoe radiator. The value of the con- 
struction has been impressed upon the makers by their 
long experience in the warm air heating field and they 
state that it is the best form of a steel warm air heater 
for durability as well as efficiency, especially where the 
basement is the least bit damp or where soft.coal or 
wood is used as fuel. Like the others of the Boynton 
Square Pot Line, the Steel Dome Warm Air Heater, 
illustrated herewith, is fitted with square ash pit, 
square grate and square firepot, which are claimed to 
permit many conveniences in operation besides in- 
creasing its efficiency. Further details of its con- 
struction can be secured from the Boynton Furnace 
Company, 129-131 West Lake Street, Chicago, IIli- 
nois. 


DOUBLE WARM AIR HEATER PIPE AND 
FITTINGS SAFEGUARD AGAINST FIRE. 








To absolutely eliminate any possible fire hazard 
the manufacturers of the Handy Warm Air Heater 
Pipes and _ Fittings 
build them _ with 
double walls, between 
which is a large ven- 
tilating space. In this 
space, they state, a 
current of air con- 
stantly passes from 
the basement to the 
top of the register head where it it discharged into 
the partition above, and the circulating air prevents 
the outer pipe from becoming overheated while at 
the same time it keeps the warm air passing through 


Handy Number 40 Tee. 
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the pipe from becoming chilled. Besides possessing 
this safety and efficiency feature, the. pipe and fittings 
are said to fit together easily and perfectly, thus sav- 
ing time and labor and assuring air tight joints. The 
illustration herewith shows one of the extensive line, 
a Number 40 Tee, which like the others is said to be 
very handy and convenient. Full details of the entire 


line of Handy Pipes and Fittings can be obtained 


from the F. Meyer and Brother Company, 1313 South 
Adams Street, Peoria, Illinois. 





HOT BLAST ATTACHMENT ON WARM AIR 
HEATER FOR BURNING SOFT COAL. 





Because all varieties of soft coal contain more or 
less volatile matter which passes off as a dense soot 
before actual 
combustion _ be- 
gins, representing 
a considerable 
loss, it becomes 
necessary, in or- 
der to properly 
consume this gas- 
eous matter, to 
admit heated air 
above the fire in 
addition to the 
regular supply 
from below. The 
oxygen in the 
air, as everybody 

knows, is -he es- 
Nee ON aut Aan. = Senitial element 
producing combustion, and the oxygen thus supplied 
ignites the hydro-carbons arising from the fuel, caus- 
ing practically complete combustion. In the Home 
Comfort Warm Air Heater, illustrated herewith, this 
principle is utilized by means of a hot blast attach- 
ment, tests of which are claimed to have shown 
marvelous results with soft coal. Here air is first 
admitted through a square opening above the ash 
door, then through two diverging tubes extending 
half way round the warm air heater to the dome im- 
mediately above the tile lining, at which point a de- 
flecting plate is said to spread the air, which by this 
time is heated, over the top of the fire, thus consuming 
practically all of the soot, smoke and gas. Further 
information can be secured from the Wrought Iron 
Range Company, 5661 Natural Bridge Avenue, St. 
Louis, Missouri. 








ITEMS. 





The Excelsior Steel Furnace Company, Chicago, 
Illinois, is planning to build a plant costing $200,000. 

Stockholders of the Art Stove Company, Detroit, 
Michigan, have ratified the company’s increase in 
capital stock from $500,000 to $600,000 and increased 
the number of directors from five to nine. Tlie new 
directors are, Michael W. Dillon, Fred T. Moran, 
Captain J. H. Poole and Hal H. Smith. Reports from 
the officers of the Company show a very prosperous 
year and greatly increased volume of business. 
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HEATING PLANT OF GREAT IMPORTANCE 
IN PURCHASING OR BUILDING A HOME. 


In purchasing or building a home, the question of 
the heating plant assumes great importance, for upon 
the heating system 
to a great degree 
depends the health 
and comfort of the 


occupants. Warm 
air heating has al- 
ways been classed 
as a most healthful 
means of heating 
the home, and in 


common with many 
other types the Ajax 
and Empire Warm 
Air Heaters are 
said to warm large 
quantities of pure, 
fresh air from out- 
side and deliver them to the rooms with a low con- 
sumption of fuel. The illustration herewith shows 
the Empire Warm Air Heater which is equipped 
either with cast iron or steel radiator for hard or soft 
coal and has openings at left of feed door for hot 
water connection when desired. The fit, weight, fin- 
ish and proportion of the different sections of this 
and the Ajax Warm Air Heater are said to explain 
why they provide proper warmth and comfort and 
why they have such widespread popularity. Catalog 
giving full details can be obtained from the Co-Opera- 
tive Foundry Company, Rochester, New York, or 
505 South Clinton Street, Chicago, Illinois. 





Empire Warm Air Heater. 





PATENTS WARM AIR HEATER. 


Arthur Schimmel, Evansville, Indiana, has secured 
United States patent rights, under number 1,191,036, 


1191080 2» . for a warm = air 
mn ta Gea heater described 
herewith: In com- 

bination, a warm 

air heater proper, a 

substantially  cylin- 

drical shell — sur- 

rounding the same, 

rising therefrom, 


and having an open 
upper end provided 
with a_ horizontal 
grating, a plurality 
of upright radially 
located _ partitions 
in the shell be- 
tween the warm air heater proper and the grating, 
said partitions meeting each other at a central point 
and extending to the shell to provide a plurality of 
segmental heat pockets, the latter having constantly 
open unobstructed lower ends disposed immediately 
above the heater proper, removable segmental top 
plates for closing or opening the upper ends of said 
pockets to either allow or obstruct the passage of heat 
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therefrom through the grating, and independent heat 
outlets leading from the pockets beyond the exterior 
of the shell. 





WARM AIR HEATING IDEAL SYSTEM. 


The health and comfort of the home depends to a 
considerable extent upon the heating apparatus, which 
in importance, is second only to that of sanitary plumb- 


ing. 
Stoves are a development of the fireplaces of our 
ancestors. Their waste of fuel, their uncleanliness, 


and their inability to properly heat even one room 
are features recognized by most people. 

The Ideal Heating Apparatus (the Warm-air Fur- 
nace) is one that will promptly and continuously sup- 
ply every room in the house with enough warm, fresh 
air to make it comfortable in the coldest weather. 

It must be easy to manage, and not complicated in 
construction. 

It has the advantage, too, if properly installed, of 
supplying fresh air, while other systems demand spe- 
cial means for ventilation. 

From the standpoint of ventilation, direct steam 
heat would have little advantage over a stove, as it 
gives no means of supplying fresh air. The principal 
advantage of the hot-air furnace is that it provides a 
cheap method of furnishing both heat and ventilation. 
—Prof. John R. Allen, Michigan University. 





RELATIVE MERITS OF COAL AND GAS FOR 
HEATING PURPOSES. 


In recent issues of the London, England, Domestic 


Engineering, a number of letters have been published 
discussing the relative merits of gas heaters and coal 
warm air heaters. These were re-published in 
AMERICAN ARTISAN, the latest one appearing on page 
38 of the July 8th issue. 


Herewith follows a reply from “Estate Agent” 


In reply to my letter in the May issue of your journal, 
Consulting Engineer says that he thinks the Telegraph’s cor- 
respondent’s estimate to be a fair one, and cites Sheffield 
with its gas at 1 shilling 3 pence per | 000 cubic feet whereon 
an average might be struck. 

Consulting Engineer certainly makes a good citation, as 
Sheffield, along with Widnes, is the Mecca of all gas pro- 
ducing concerns. May I point out to him that he cannot 
name other two towns in England where gas is supplied at 
such a low rate, and also that in Lancashire and Yorkshire, 
where coal is cheap, that there are a great many towns where 
gas is 3 shillings or over per 1,000 cubic feet, and I think it 
can be taken that ninety percent of the towns in the whole of 
Lancashire and Yorkshire average 2 shilling 8 pence per 
1,000 cubic feet. If Consulting Engineer would care to have 
this verified, I will obtain facts and figures for him. Your 
correspondent omits to answer the query in my letter as to 
whether gas apparatus of equal working capacity to a modern 
coal fire range with its open fire, oven boiler, water heater 
and heating table combined, would not occupy quite as much 
space, nor does he reply to that portion of my letter respect- 
ing the small proportion of gas cookers which on installation 
have flue connections. Does Consulting Engineer imply by 
this reticence that the flueless gas stove will ventilate a room 
as well as an open fire? The question of the use of gas ap- 
paratus is a vital one to estate agents, as tenants’ opinions are 
very varied, and cause continuous changes from coal fires to 
gas fires, stoves, etc., and vice versa, which means injury to 
property and expense to owners, as Many fire grates and fix- 
tures are broken by the indifferent fixing of gas fires by the 
men set to effect such work when a change is : ie sired. 
~--o~2——____—__ 


Your success as a business man is going to be 
gauged not by what you spend during the year, but 
by what you have left at the end of the year. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR OCTAGON SKYLIGHT. 


BY O. W. KOTHE. 
Octagon skylights as shown by the plan view and 
this drawing plate, are usually placed on roofs of 
hctels, cafes and 


light, and line A-C in quarter plan is the hip line A-C 
in full plan; in the same way A-B is the center bar 
line as shown in the full plan. 

The next step is to draw the outlines in part 
cuarter pan for bars; to do this, draw a line above 





the like. Some- 
times the middle 
space can be so ar- 
ranged for one 
light of glass as 
here shown; other 
times when the 
skylight is much 




















longer than one or 
more bars it would 
have to be put in 
the center. The 
end bars, hips and 
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center bars can be 
arranged similar as 
shown in plan. The 
small half 
upon each side of 
the 
plan 


circles 


ventilator in vyentiator 
reprecent a ae ee 


zinc reinforcement 
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PLAN VIEW OF SKYLIGHT 










plate, and to hide 
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the view of man- 


ner in attaching 





the various bars to 
the 

There are three 
different kinds of 


center. 


skylight bars re- 
quired: the hip, 
the common bar 


and the center bar; 
also a pattern for 
the ventilator ridge 
bar and the lower 
curb must be de- 
veloped. To lay 
them out first draw BO 
part sectional ele- . 
vation with 
section “A” at 
right angles to the 
pitch line 2’-2”, 
and from these points in section “A’’ extend lines both 
ways indefinitely. At a convenient place draw the 
lower curve “B” similar as shown. Next draw a 
vertical line “M’’-“N” indefinitely, and at any place 
at right angles draw the line A-B from which draw 
the part quarter plan as shown. The line A-B is the 
center line of center bar in full plan view of sky- 






the Ales 
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PATTERN FOR VENTILATOR 
RIDGE BAR 

















Development of Patter:.s for Octagon Skylight. 


section “A” as “C,” and from points in section erect 
lines or points into this line. Then draw the lines 
“D”; “E” and “F” in part quarter plan, and with your 
dividers pick all points from line “C’’ and step them 
off on both sides of lines drawn in part quarter plan. 
Through these points draw parallel lines both ways 
indefinitely, and where they meet draw the mitre 
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lines in the corner as shown. Next draw the mitre 
lines in plan in lower curve as shown by the hip bar 
A-B; the center bars do not need a mitre line as they 
are cut on the bottom the same as the common bar. 
The next step is to draw the mitre line cuts in sec- 
tional elevation; so sweep the length of mitre line to 
lower line A-B and from these points drop lines in 
your sectional elevation until they reach the proper 
lines drawn from section “A,” and you have the 
mitre cut in this view. 

Before the pattern can be developed we must draw 
a diagonal view through hip bar, so as to have it to its 
true length, and to do this place a paper strip in the 
position shown by X and from all points in mitre cut 
extend lines to this paper strip, and in like manner 
from all points in lower curve “B”’ extend lines on 
to this strip, and be sure to number your points. Next 
transfer this strip or paper with all its points to a 
position at right angles to line A-C of plan as shown 
by X’. Now from all points in mitre line of hip in 
plan draw lines at right angles indefinitely, and in 
like manner from all points in mitre line of ridge 
extend lines indefinitely. Then from points in paper 
strip X’ project lines at right angles into those lines 
extended from plan, as in points 1’-1”; 2’-2” and so 
on; connect these points with lines and you have the 
mitre cuts for both ends of hip-bar as shown. To 
obtain the proper stretchout for developing the pat- 
tern a modified section with its true angles must be 
developed, and to do this draw the line “G” and with 
your dividers pick the points from line “C” and trans- 
fer them to this line “G” in numerical order. From 
these points drop lines to the proper bending lines in 
diagonal elevation and then draw the section “H” 
which is the true view and the proper section to take 
the stretchout from for developing the pattern. 


For the pattern draw the line 6-6 at right angles to 
diagonal elevation and with dividers pick the distance 
between each bend in section “H” and step them off 
on the line 6-6 as 1-2-3-4, etc. Through these points 
draw stretchout lines indefinitely, and from all points 
in mitre cuts of diagonal elevation project lines at 
right angles thus cutting lines in stretchout of the 
same number, as in points 1’-2’-3’-4’, etc., of the upper 
mitre cut and 1”-2”-3”, etc., of the lower mitre cut. 
Connect these points with lines and you have the pat- 
tern for the hip bar A-C of full plan view. To obtain 
the patterns for the center bar and common bar, pick 
the stretchout from section “A” and step it off at 
right angles to sectional elevation as shown. Then 
proceed with development in the usual way when the 
patterns are finisheed. The ridge bar section or ven- 
tilator bar “I” is extended from the mitre line so as 
to separate it, and the pattern for this is shown by 
“I”; while the pattern for the octagon curve is de- 
veloped by picking the stretchout from the section 
“B” of sectional elevation, and stepping it off on the 
extended line A-B as 2-3-4-a-b-c, etc. From these 
points erect stretchout lines indefinitely, and from all 
points in mitre line which is the center line A-C of 
part plan, project points into stretchout thus cutting 
stretchout lines in points 2’-3/-4’ a’, etc. Connect 
these points with lines and you have the pattern for 
the lower curb “B.” 
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MANUFACTURERS OF SHEET*AND TIN PLATE 
FORM NATIONAL ORGANIZATION. 





A new organization has been formed, embracing 
about go percent of the “independent” manufacturers 
of black, blue and galvanized sheets and tin plate, un- 
der the name of the National Association of Sheet 
and Tin Plate Manufacturers. 


The objects of the Association are, “to preserve the 
standards of quality of sheets and kindred products 
as manufactured by the members and to make uniform 
changes in such fixed standards of quality from time 
to time as may best meet the demands of the trade. 
To place this, one of the most important industries 
in the United States, on such a broad and sound 
basis that its business as a whole must necessarily be 
transacted within the limits of the highest standards 
known to the business world.” 


W. S. Horner of W. S. Horner & Company, Lim- 
ited, Oliver Building, Pittsburgh, was elected Presi- 
dent. 


James B. Andrews, of Andrews Steel Company, 
Newport, Kentucky, was elected Vice-president. 

The offices of Secretary and Treasurer have not 
yet been filled. 

The Executive Committee consists of W. S. Horner, 
Chairman; E. Langenbaugh, of Berger Manufacturing 
Company, Canton, Ohio; W. A. Thomas, of Brier 
Hill Steel Company, Youngstown, Ohio; John O. 
Pew, of Youngstown Iron & Steel Company, Youngs- 
town; G. H. Jones, of Inland Steel Company, Chicago, 
and W. H. Abbott, Wheeling Corrugating Company, 
Wheeling, West Virginia. 

The new organization will absorb the association 
of sheet and tin plate manufacturers which has existed 
for several years largely for statistical purposes, and 
of which B. E. V. Luty, Pittsburgh, was Commis- 
sioner. 

The headquarters of the Association will be in the 
Oliver Building, Pittsburgh, where a suite of four 
rooms has already been secured. 

A strong resolution with reference to the contract 
evil was adopted and an edition of 20,000 copies of 
the resolution is being printed for circulation by the 
members to the trade generally. The resolution in 


full is as follows: 


“Whereas, one of the purposes for which this Asso- 
ciation exists is that of co-operating lawfully together in the 
effort to eliminate unsound practices and methods in the con- 
duct of the business of its members; and, 

“Whereas, one of the greatest evils, and most disturb- 
ing and hurtful to trade in general is that of guarantee- 
ing contract prices against market decline; and, 

“Whereas, the manufacturers of sheets and tin plate 
during the last four or five years, through association and 
otherwise, have been conducting a campaign of education 
against this evil; and, 

“Whereas, with the view to correcting this wrong, the 
American Iron and Steel Institute, through its Contract Com- 
mittee, after several years of consideration and effort, is 
about to submit and recommend for the adoption by manu- 
facturers in all lines of iron and steel industry, a new form 
of contract, binding both parties mutually, in which the price 
guarantee feature and other unsound and unfair provisions 
are eliminated, 


“Now, Therefore, Be It Resolved, that we hereby recom- 
mend the adoption and enforcement of such a contract, or a 
similar one, embodying its cardinal principles, and further- 
more recommend that from this date, binding contracts only 
be negotiated and concluded, in which there shall be no pro- 
visions or conditions guaranteeing prices against market de- 
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cline, or inconsistent with the spirit and purpose of the con- 
tract as recommended, also, 

“Be It Further Recolved, that manufacturers at once send 
a copy of this resolution to all of their contract customers, in- 
cluding therein a list of members of this Association, indi- 
cating to them their purpose in connection therewith; copy 
of said letter to be sent to the President of this Association.” 


The following companies are members of the Na- 
tional Association of Sheet and Tin Plate Manufac- 


turers: 

Allegheny Steel Company, Brackenridge, Pennsylvania. 

The American Rolling Mill Company, Middletown, Ohio. 

Apollo Steel Company, Apollo, Pennsylvania. 

Berger Manufacturing Company, Canton, Ohio. 

Brier Hill Steel Company, Youngstown, Ohio. 

Canton Sheet Steel Company, Canton, Ohio. 

Carnahan Tin Plate & Sheet Company, Canton, Ohio. 

DeForest Sheet & Tin Plate Company, Niles, Ohio. 

Inland Steel Company, Chicago. 

LaBelle Iron Works, Steubenville, Ohio. 

Mansfield Sheet & Tin Plate Company, Mansfield, Ohio. 

Massillon Rolling Mill Company, Massillon, Ohio. 

Newport Rolling Mill Company, Newport, Kentucky. 

Parkersburg Iron & Steel Company, Parkersburg, West 
Virginia. 

The Reeves Manufacturing Company, Canal Dover, Ohio. 

Seneca Iron & Steel Company, Buffalo, New York. 

Stark Rolling Mill Company, Canton, Ohio. 

Trumbull Steel Company, Warren, Ohio. 

Whitaker-Glessner Company, Wheeling, West Virginia. 

Wheeling Corrugating Company, Wheeling, West Vir- 
ginia. 
Alan Wood Iron & Steel Company, Ivy Rock, Pennsyl- 
vania. 
Youngstown Iron & Steel Company, Youngstown, Ohio. 
Youngstown Sheet & Tube Company, Youngstown, Ohio. 
Western Reserve Steel Company, Warren, Ohio. 


os 


SECURES PATENT FOR ANGLE IRON CUTTER. 








Roger M. Clough, Tolland, Connecticut, has ob- 
tained United States patent rights, under number 
1,191,282, for an 
angle iron ‘cutter de- 
scribed in the follow- 
ing: A metal shear 
comprising a_ fixed 
member having a cut- 
ting edge and a mov- 
TW ing member having a 

cooperating cutting 
1,191,282 edge, means for im- 
Lt parting a movement 

- -— of the said slide gen- 
erally in one direction, and means serving to effect a 
tilting movement of the said slide comprising a stud 
secured to one of the said members, the other of the 
said members having a slot in which the said stud is 
positioned. 

















MACOMB SHEET METAL WORKS CHANGES 
CORPORATE NAME. 





American Steel Products Company is the new cor- 
porate name of the concern formerly known as the 
Macomb Sheet Metal Works, Macomb, Illinois. No 
change has taken place in the ownership, the officers 
remaining as follows: 

President, Theodore Schell. 

Secretary and General Manager, P. H. Brainard. 

Treasurer, B. F. McLean. 





The sheet metal work for the Emmaus Evangelical 
Lutheran parochial school, Milwaukee, Wisconsin, to 
be remodeled at a cost of $16,000 will be done by 
Schumann and Roden, Milwaukee. 
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DESIRES CATALOGS OF SHEET METAL, 
HEATING AND PLUMBING SUPPLIES. 
Anton Bisely has opened a shop for sheet metal, 
heating and plumbing work in Kewaunee, Wisconsin, 
and wishes to have manufacturers and wholesalers of 
supplies for such a business send catalogs of such 
lines, together with discount sheets. 





o> 
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AMERICAN ARTISAN WANT AD BRINGS 
GOOD FOREMAN. 





To AMERICAN ARTISAN: 

We have had so many replies to our advertisement 
in AMERICAN ARTISAN for a foreman that it will not 
be necessary to continue the same. 

Yours truly, 
Wor FurNACcE COMPANY. 

Fort Wayne, Indiana, July 21, 1916. 

WANTS CATALOGS OF SHEET METAL 
HEATING AND PLUMBING SUPPLIES. 





C. W. Gazlay and H. E. Hohauer have started in 
business in Shohola, Pike County, Pennsylvania, as 
the Shohola Plumbing and Sheet Metal Company, 
and will conduct a combination shop, doing sheet metal 
work, heating and plumbing. Manufacturers and 
dealers in supplies for these lines are requested to send 
catalogs and quotations. 





AMERICAN ARTISAN WANT AD BRINGS 
BUYER AND SELLER TOGETHER. 


To AMERICAN ARTISAN: 

Please discontinue my advertisement for tools as I 
have been able to secure what I want through this 
advertisement in AMERICAN ARTISAN. 

Yours truly, 
W. M. ScHoBINGER. 

Shullsburg, Wisconsin, July 25, 1916. 





LARGE STOCKS OF TIN PLATE READY FOR 
SHIPMENT. 





The adaptability and value of tin plate for roofing 
purposes is gradually becoming recognized, especially 
where the quality is of a high grade. Then the cus- 
tomer can feel certain that such a roof will be thor- 
oughly reliable and durable, giving entirely satisfac- 
tory service. Large stocks of such high quality tin 
plate, ready for immediate shipment, are said to be 
carried by the Milwaukee Corrugating Company, 
Milwaukee, Wisconsin, whose well-kzown Milcor 
Service, they state, eliminates waiting on the part of 
the customer by getting the goods to him promptly. 
Their Warranted Terne Plates are likewise said to 
have a reputation for wear and to assure absolut2 pro- 
tection from the elements. Each plate is described as 
being carefully and liberally coated, “More thai 
Enough” being the motto of the manufacturers. Fur- 
ther details of the stocks and shipment can be secured 
by addressing the Milwaukee Corrugating Company, 
36th Avenue and Burnham Street, Milwaukee, Wis- 
consin. 
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VOCATIONAL EDUCATION DISCUSSED BY 
CHICAGO’S BIG BUSINESS MEN. 


That Vocational Education is of more than ordi- 
nary interest to others than those engaged in trades 
and industry was evidenced further when at one of 
the famous Wednesday Luncheons of the Ways and 
Means Committee of the Chicago Association of Com- 
merce, two addresses on this subject were listened to 
with great attention by a gathering of about 300 of 
Chicago’s foremost men in commercial, financial and 
industrial circles. 

The two speakers were Professor Nathaniel Butler, 
of the University of Chicago, and John D. Shoop, 
Superintendent of Chicago Public Schools. 

Professor Butler said in part: 

“There is in culture something mysterious and in- 
telligent, which is not definable and which cannot be 
expressed in terms, beyond mere wage earning abil- 
ity, and this is necessary for the production of well 
disposed and intelligent citizens. And it is just as 
important to the production of skilled workmen. 

“There are two methods of education, one we call 
the vocational, and the other the nonvocational, and 
they are both necessary for education. In the life 
of every boy he may get all the education that the 
institutions can give him within the available time, 
but the time invariably comes when the main question 
is what he is to do for a career. You may train him 
for commerce, industry, engineering, surgery, medi- 
cine. But there comes a time, and it is proper that 
there should, when there is a long period, when the 
main question is not what to do or what not to do for 
a living, but how to begin about the discovery of his 
right social attitude. 

“Germany has always set a wonderful example to 
our selves in keeping those two periods distinct. You 
go to the great industrial schools of Dr. Kerschen- 
steiner in Munich and you will find in the trade schools 
that the German government never permits the teacher 
to be satisfied with training the boy for being a pros- 
pective workman, but he must train the boy also for 
being a prospective German citizen.” 

Dealing with some of the vocational instruction 
found in the schools, Professor Butler said that these 
vocational courses are in the school for the same rea- 
son that other courses are in the same school. “They 
belong there,” he declared. “They are cultural in 
their value, in that they give proper intelligence and 
a basis for the finer things of life. 

“T believe that for one class of students the high 
school may very properly do specific trade work. If 
you find a class of bright boys who will go no further 
in school than the end of the high school you should 
give them the last two years in the high school all of 
the elements of the wage earning skill. Notable ex- 
amples are the Lane Technical high school and the 
Harrison Technical high school. Nevertheless, I do 
not believe that the important function of the high 
school is to train specifically experts and specialists. 
The function of the high school is to do the essential 
part of what makes effective the expert and the spe- 
cialist—namely, give them a sound, strong body, free 
and independent characters, the ability to form an 
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intelligent opinion as a basis for the finer things of 
life ;some knowledge of the material world, some in- 
telligence in this human world development, some 
capacity for leadership. Other things will take care 
of themselves.” 

Superintendent Shoop discussed the relation of the 
National Government to Vocational Education and 
said : 

“With relation to the attitude of the nation con- 
cerning Vocational Education, this country presents 
rather a peculiar condition as compared to other coun- 
tries of the world. We habe no national system of 
public education, because it was thought best by our 
forefathers to leave the matter of education entirely 
to the states. 

“It is true that those who framed the great repub- 
lic took cognizance of the necessity for education in 
building up the structure of democracy. This neces- 
sitated that we should at this time talk about the estab- 
lishment of a national university—this question is ab- 
sorbing the attention of the educators of the day—and 
this is the necessity for using giving that attention. 
One of the first pronouncements of the first president 
of the United States, George Washington, was that 
he very strenuously advocated a national university 
located at the capital. We have not yet realized the 
wish that was expressed by the father of our country, 


but we are still working in that direction.” 
Urges Passage of Smith-Hughes Bill. 
Mr. Shoop expressed the belief that one of the most 


important measures before Congress is the Smith- 
Hughes bill. 

“That bill,” he declared, “provides for three specific 
things: 12st the giving of money for the paying of 
salaries of teachers whose business it shall be to teach 
the scientific features of agriculture; secondly, to pay 
the salaries of teachers whose business it shall be to 
teach trades; and, third, the giving of money for the 
training of teachers for that specific end. 

“If this bill is passed, as soon as the bill becomes 
effective, $500,000 would be distributed to the vari- 
ous cities for the purposes mentioned, and in the 
period of time of eight years there will be an annual 
distribution of $3,000,000, 

“Now, what would be the appropriation for the 
state of Illinois? In the first year $93,000 would be 
appropriated for the purposes enumerated above, cul- 
minating in an increase to $447,000 at the end of the 
eight year period. Chicago, in whose immediate en- 
vironment we have probably a greater interest, would 
receive the first year $36,000 for the purposes men- 
tioned, at the end of the eight year period increased 
to $170,000. That would be a valuable contribution 
to our resources in working out the problems of vo- 
cational education. Vocational education means have 
come to our relief. We need it in the creation and 


production of individual citizenship.” 
o-oo 


BIG JUNK PILE. 





During the year 1915 secondary metals were recov- 
ered from scrap, sweepings, etc., in the United States 
to the value of $114,304,930, according to the annual 
statement on Secondary Metals issued by the United 
States Geological Survey. This report !s now avail- 
able for distribution. 
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GREAT BRITAIN TO MAKE PROVISIONS FOR 
BETTER INDUSTRIAL TRAINING 
OF LEARNERS. 


It is of particular interest to note that the move- 
ment for Industrial or Vocational Education which 
has recently become so prominent in the United States, 
is also receiving very serious consideration in Great 
Britain, as will be noted from the following excerpt 
from the London, England, Hardware Journal, in 
which reference is made to the appointment by the 
Government of a Special Committee to inquire into 
the question of “Scientific Teaching,” as follows: 


The Committee would work in close concert with, and 
with the full agreement of the President of the Board of Edu- 
cation. It would not be a Departmental Committee, but a 
Committee as strongly composed as possible, in its member- 
ship containing the names of scientific men in whom the 
country would have confidence, also names of some of those 
who appreciate the application of science to commerce and 
industry, and, of course, also including those who were able, 
from general experience, to correlate scientific teaching with 
education as a whole. The Committee would have a close 
connection with the Government, brought about to some ex- 
tent by the fact that Lord Crewe of the Imperial College of 
Science, London, England, had received the honor of being 
asked to preside over it, and he had gladly agreed to do so. 

The general objects of the Committee would be to inquire 
into the position of national science in our educational sys- 
tem, especially in universities and secondary schools. Its 
duty would be to advise the authorities how to promote the 
advancement of pure science, and also the interest of trades, 
industries, and professions dependent on the application of 
science. The further possibilities belonging to the provision 
of scholarships and bursaries would be by no means over- 
looked. 

Training for Industrial Workers. 

We have had many discussions lately, by experts and 
others, on the subject of improved facilities for technical 
education, but too often these have been discursive and con- 
fusing. We should therefore be proportionately grateful ta 
Dr. William Garnett, not only for hammering away at this 
subject with a worthy persistence, but also for =-esenting a 
clearly-cut summary of our requirements as he sees them. 

Leaders of industry—says Dr. Garhett—must place a 
higher value on individual scientific research, which is the 
greatest need of British industry. 

Teachers in technical institutions must be more closely 
associated with industrial leaders. 

Time and other necessary facilities must be given tc 
teachers in technical institutions to enable them to carry out 
industrial research. 

Consumers must be willing to make a sacrifice in order 
to contribute to the nursing of infant industries, so as tc 
avoid entire dependence on foreign sources for the necessi- 
ties of life. 

War has shown that our universities and_ technical 
schools are able to render services to the State which very 
few persons two years ago believed to be possible. 

Trade associations and technical institutions should com- 
bine to cooperate with the advisory council for research. 

Urges Compulsory Attendance for Continuation Schools. 

A better connection is required between the elementary 
school and the technical institute, and this will, in part, have 
to be supplied by a compulsory continuation school for boys 
leaving the day school at fourteen, and by extension of the 
leaving age in central and higher elementary schools. 

A more complete organization ef the educational systera 
is required so as to provide suitable training for all ranks of 
industrial workers, making appropriate distinction between 
the manual workers and the thinkers. 

A more liberal system of scholarships is necessary, espe- 
cially to enable university students to engage in post-graduate 
research. 

Reasonable prospect of suitable promotion must be offered 
to students who have passed through a course of training 
intended to prepare them for higher industrial appointments. 

Science should be taught to all the pupils of secondary 
schools, but that the course of instruction for boys in classical 
forms should differ from that for boys who are intending to 
pursue the study of science after leaving school. 

In Civil Service and other public examinations a general 
knowledge of physical phenomena and the applications of 
science to industry should be required of all candidates, but 
science should not be pitted against the humanitive in com- 
petitive examinations. 

With elementary students practice must almost always 
be in advance of theory; and theory should not be introduced 
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into elementary teaching until the pupils have been led to 
recognize its necessity. 

Much of the equipment of the schools and some of the 
methods of instruction will be modified in consequence of the 
experience gained during the war, and it is desirable that all 
teachers in technical institutions should be prepared for these 
changes. 

Trade associations will note the part which they are 
expected to play in these developments. Possibly the most 
striking conclusion is that relating to compulsory continuation 
schools. This, of course, means sacrifice on the part of 
parents, just as the teaching of science at Eton means sacri- 
ficing the prejudices of other parents; but when it is remem- 
bered that industrial independence and national efficiency are 
at stake these matters fall into proper perspective. 


ENORMOUS FIRE LOSS IS STRONG 
ARGUMENT FOR FIREPROOF ROOFS. 





One of the most eloquent arguments presented in 
the favor of fireproof roofs is the statement that the 
fire loss of this country totals the enormous sum of 
250,000,000 dollars per year, which with a population 
approximating 100,000,000, makes a per capita loss by 
fire each year of about two and one-half dollars. A 
great portion of this waste can without question be 
prevented by proper safeguards, and the value of 
sheet metal roofing in this respect is gradually becom- 
ing appreciated. Keystone Copper Steel Roofing Tin, 
it is said, provides a roof of this type that is fireproof 
and possesses extreme durability. According to the 
manufacturers, this roofing tin meets the require- 
ment perfectly, that the chief mission of a roof is 
absolute and lasting protection against the elements. 
Their bookiet “Copper—Its Effect Upon Steel for 
Roofing Tin” contains facts and information on this 
subject of value to architects, roofers and property 
owners. Copies may be secured by addressing the 
American Sheet and Tin Plate Company, Pittsburgh. 





EXPERIENCE TEACHES VALUE OF FIRE- 
PROOF MATERIALS IN BUILDING 
CONSTRUCTION. 


When the great fire swept the city of Salem, Massa- 
chusetts, the buildings of the Naumkeag Steam Cot- 
ton Company stood directly in the path of the flames, 
with the result that they were almost totally de- 
stroyed. One costly experience of this kind suf- 
ficed for the firm and when plans for new buildings 
were being drawn up, the architects were instructed 
to make them as destruction-proof as possible. The 
owners laid particular stress upon the window frames 
and skylights: These had to be fireproof—otherwise 
the flames would have easy access to the interior of 
the buildings when the sash was destroyed. They 
also had to be durable, and a replacement of 307 
window frames and 53,000 square feet of skylights 
was no small item. The architects suggested Toncan 
Metal Corrosion-Resisting Sheets; three carloads or 
61 tons of which were specified and used in the con- 
struction of the Company’s new buildings for window 
frames, ventilators and saw tooth skylights. Details 
of similar applications of Toncan Metal Sheets can 
be obtained from the manufacturers, the Stark Roll- 
ing Mills, Canton, Ohio. 


- 


An ignorant man is usually ignorant of the fact that 
he is ignorant. 
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Ohio Sheet Metal Contractors Meet in Cincinnati 
for Annual Convention 








The Second Annual Convention of the Master Sheet 
Metal Contractors’ Association of Ohio was held 
July 25, 26 and 27 at Cincinnati. Hotel Gibson was 
the headquarters for the delegates and the business 
sessions were also held there. 

The officers and directors who have had charge of 
the work of the Association during the past year are 
as follows: 

President, George E. Snyder, Columbus. 

Vice-president, F. J. Hoersting, Dayton. 

Secretary, W. D. Weaver, Columbus. 





Gecrge E. Snyder, 
Retiring President, 
Master Sheet Metal Contractors’ Association of Ohio. 


Treasurer, W. J. Birmingham, Cleveland. 

Directors—George F. Thesmacher, Cleveland; H. 
H. Fast, Dayton; John Weigel, Cincinnati; J. J. Dal- 
zell, Youngstown; N. B. Armstrong, London, and F. 
William Stechow, Cincinnati. 


TUESDAY, JULY 25. 


Registration of visiting members began early Tues- 
day forenoon and to each one Entertainment creden- 
tials were presented entitling them to take part in the 
various forms of pleasure which the Cincinnati Con- 
vention Committee had provided. 

Promptly at 2 P. M. the Convention was called to 
order by President George E. Snyder, after which F. 
William Stechow, President of the Cincinnati Sheet 
Metal Contractors’ Association, in a few pleasant re- 
marks introduced the Honorable George Puchta, 
Mayor of Cincinnati, who extended a cordial welcome 
on behalf of the city. This was followed by a welcom- 


ing address delivered by William B. Melish, President 
of the Cincinnati Chamber of Commerce. 

President Snyder responded in well chosen words 
to the addresses of welcome after which the session 
adjourned. 

At 4:30 P. M. the members and their friends of 
the male persuasion boarded special cars for a trip 
to Highland Fishing Camp where a stag dinner was 
enjoyed, while the ladies were taken for an” automo- 
bile ride around the city with supper at the Zoo. 


WEDNESDAY, JULY 26. 

At the Wednesday session which was called to or- 
der at 9:30 o'clock, the various committee reports 
were rendered after which Edwin L. Seabrook, Secre- 
tary of the National Association of Sheet Metal Con- 
tractors, delivered an address. 

This was followed by an address of J. L. Shearer, 
President of Ohio Mechanics’ Institute, on the work 
which is being done for the young men by this institu- 
tion. 

At 2 P. M. the members and their ladies made a 
tour of inspection of the Ohio Mechanics’ Institute. 
Many complimentary expressions were made by the 
visitors about the splendid facilities offered for the 
instruction of young mechanics by the Institute. 

The members, their ladies and other guests were 
then conveyed by special cars to Chester Park, where 
games and sports were indulged in for a while, after 
which a bountiful dinner was enjoyed. 


THURSDAY, JULY 27. 

At the Thursday session, which was an executive 
one, N. B. Armstrong, of the Thomas and Armstrong 
Company, London, Ohio, delivered a well thought- 
out and very instructive address on “Overhead Ex- 


penses,” as follows: 
Address of N. B. Armstrong. 


Last winter at a meeting of the Board of Directors of 
this Association I incidentally mentioned our system of rais- 
ing Overhead Expenses and after explaining as best I could 
our system, I was told by some of the members of the Board 
that they would expect me to talk on this subject at our State 
meeting at this time. 

I am not a public speaker, nor do I claim to be an expert 
accountant. I also recognize the fact that there are several 
ways of adding to goods bought or labor employed to raise 
a sufficient amount to equal your Overhead Expense. 

It is not my intention to itemize the different items of 
expense that should be included in Overhead Expenses as 
this has been discussed so much of late, and while there are 
some items that we may not all agree should be charged to 
overhead, my advice would be to give yourself the benefit of 
the doubt and include them. 

I would advise all sheet metal contractors to give this 
matter careful thought and find out for yourselves just what 
is costs you in money to do business. Don’t deceive your- 
selves by making yourself believe that expenses are profits, 
for they are not and you will find this out at the end of the 
year. 
The word “Overhead” frightens some of us. We are 
afraid that if we add the proper amount we will frighten our 
customers when we name them a price. I think you will find 
it a great deal better to frighten the customer than to 
frighten yourselves. 

The most of us have experienced the sensation of think- 
ing we had lost our money when away from home and 
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friends, and you all know the feeling. The feeling is about 
the same when you know that you have worked hard all 
year and find in the end that you have lost money, or made 
very little. 

Don’t be afraid of the word “Overhead” and don’t try 
to “sidestep” it, for it can’t be done. We all have expenses 
that must be covered before we can make a profit for our- 
selves, so I say, put all your expenses into an Overhead Ac- 





F. J. Hoersting, 
President, 
Master Sheet Metal Contractors’ Association of Ohio. 


count and remember that your customers respect a man who 
makes money if he makes it honestly. 

As I said before, it is not my intention to discuss the 
items of Overhead but to explain the system we use to raise 
it. There are, of course, various ways, and I think we have 
tried most of them, but the one we are using now seems to 
suit us best. 

What Did It Cost You to Do Business Last Year? 

When you have found out what your expenses are for the 
past year (and you can only base your Overhead for the new 
year on the old one or the one that has passed), or in other 
words when you have found out exactly what it has cost 
you to run your business, it is important to see that you 
raise that sum of money for the year in which you are doing 
business. You want a system that will raise exactly that 
amount, not more nor less, but the exact amount, as near as it 
is possible to get it. 

In making up your Overhead Accounts do not use figures 
that you have read about. Do not use a certain figure because 
someone has told you that their Overhead was so and so. 
Remember that their Overhead might be one figure and yours 
another. You are not interested in the other fellow’s Over- 
head until you know exactly what your own is. In order to 
do this you will have to keep a good set of books, for the 
raising of Overhead is based on the accounts you keep. 

Must Keep Accurate Accounts. 

In our system of Overhead three things are necessary: 
an accurate account of all your expenses for the past year; 
an accurate account of all the material you have purchased, 
and an accurate account of all productive hours of labor. 


In making up your account of the material purchased do 
not include in this account such items as tools, repairs, horses 
or wagons, etc., that you may buy, but simply the material 
that you buy and sell and make a profit on. 

In making up your account of productive hour of labor 
do not include hours of labor that are not productive, such 
as the time of bookkeepers, estimators, stenographers or lost 
me? these are items of Overhead and should be charged as 
such. 

The system we use is as follows: We figure 5 percent 
on all material bought and so much per hour on productive 
hours of labor. For example: if your expenses are $12, 000. 00 
per year and you buy $50,000.00 worth of material, 5 per- 
cent of the $50,000.00 will produce $2,500.00 to apply on Over- 
head. This will leave $9,500.00 to be raised by productive 
hours of labor. Suppose you have used in the past year 
47,500 hours of labor at 20c per hour; this will produce 
$9,500.00 which amount added to the $2,500.00 will produce 
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the $12,000.00, the amount necessary to cover your overhead 
expenses. 

All that is necessary to get the above figures is to know 
exactly the amount of material you have purchased and the 
number of hours of productive labor you have employed in 


the past year. 
Case In Point. 


We figure our contracts as follows, provided that our 
Overhead was 20c per hour on labor: 





Se eS REP ee oe ee Oe TT errr $100.00 
BO ED CO BE CC 55s obo BN OK fais casio a bigewsteleed « 20.00 
bi percent Overnead ON Wisteria. os...) . 2 so sssweewss os 5.00 
20 cents per hour Overhead on labor................-. 10.00 
25 percent profit on material and labor................ 30.00 

NER a ccucan lee dawede vedere ck ede ures eee eh $165.09 


You will note that we have figured our profit on the sell- 
ing price of labor and material. We do not figure profit on 
our Overhead as we do not believe that it is right to figure 
profit on expenses, but if you want to figure profit on your 
gross sales or in other words if you want to figure profit on 
your Overhead this will simply affect your profit and will not 
affect your Overhead. 

Some one may ask the question, 
percent on material?” This is not a fast or fixed rule. You 
may figure any percent on material that you see fit. If you 

want to raise more Overhead on material and less on labor 
you may do so, but we have found from experience that it 
costs us about 5 percent to handle material. 

Some one might ask the question, “Why do we figure 
the same Uverhead on a cheap man that we do on a high 
priced man?” We find that it costs us just as much to work 
a cheap man as it does to work a high priced man. We 
figure so much per hour on productive hours of labor,. re- 
gardless of what wages we pay the man, because in this way 
we can get our Overhead more accurately. 

Overhead Figured Best on Productive Hours of Labor. 

We are positive that Overhead can be figured more ac- 
curately on productive hours of labor than it can on the 
amount you pay the man or on the pay roll. For example: 
in making up an estimate we will suppose that you figure a 
man at 30 cents per hours and afterward decide to have a 
man work on the job whom you are paying 40 cents per hour. 
We will suppose that he works 50 hours and we will suppose 
that your Overhead based on the pay roll is 60 percent. You 
will find that you have produced $9.00 Overhead on the 30- 
cent per hour man and $12.00 Overhead on the 40-cent per 
hour man, which makes a difference of $3.00 in your figuring 


“Why do we figure 5 





W. D. Weaver, 
Retiring Secretary. 
Master Sheet Metal Contractors’ Association of Ohio. 


of Overhead. You will note that if your Overhead had been 
figured on hours in place of on the pay roll it would not 
have made any difference which man you worked on the job. 


The hours of productive labor from one year to the 
other do not vary much; in other words, most of us will use 
about the same number of hours of productive labor in 1916 
that we used in 1915, while the wages we pay might vary a 


great deal. We find that our labor this year will cost us 
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about 10 percent over last year. If you are figuring Over- 
head on the payroll it will make quite a difference, while if 
you are figuring on hours it will not make any difference. 

I find that a great many firms basing their Overhead on 
a certain percentage of the gross sales will figure Overhead 
on the cost of the material and labor in place of on the 
selling price, consequently they do not get the right amount 
of Overhead. We find that the system that we use works 
out better for us than a system based on a certain percentage 
of the gross sales. 

If your Overhead is 15 percent or 20 percent and you add 
this to your selling price and then add a profit it makes the 
price of material prohibitive. In the next place, it does not 
cost you as much to sell material as it does to work labor; 
we all know this to be a fact, then why should we charge the 
same Overhead on both? 

Overhead Must Be Added to Secure Profit. 

Some people may say that if they charge 20 cents per 
hour Overhead on labor they would never get a job. I can 
only answer this by saying that you will either have to do 
one of two things, raise your percentage on material or do 
without the job, for your Overhead has to be raised before 
you can make a profit and there is no way to get around it. 

Don’t start in the new year by putting Overhead.on part 
of your jobs and leaving it off of others because the price 
looks too high. I know when we changed our system of 
Overhead we talked about slate roofing. We said we would 
never get a job with the Overhead on, but we made up our 
minds that if we could not put on the Overhead and get the 
job we would go out of the slate roofing business. We get 
the jobs just the same. 

What good is a business that won't carry its own ex- 
penses? You might just as well get out of it and into some- 
thing that will. Remember that figures won't lie. If we 
are in a business that won't take care of its Overhead it 
would be better for us all to go to work for some one else. 

In closing I would say that I have explained as best | 
can the system that we use for producing Overhead ex- 
penses. You may take it for what it is worth to you. There 
may be other. systems that are a great deal better. I can 
only say that this system has worked out satisfactorily for us. 

After Mr. Armstrong’s splendid address, there fol- 


lowed an interesting discussion as to the subject of 
Overhead Expense, after which George F. Thes- 
macher, of the Riester and Thesmacher Company, 
Cleveland, spoke on “The Good of the Association.” 

This was followed by a discussion of the Question 
Box, after which the election of officers took place, 
with the following result: 

George F. Thesmacher nominated John Weigel, of 
Cincinnati, for President, but the latter, declined, nom- 
inating Vice-president F. J. Hoersting, of Dayton, 
who was elected President. 

The officers are as follows: 

President—F. J. Hoersting, Dayton. 

Vice-president—John Weigel, Cincinnati. 

Secretary—W. J. Kaiser, Columbus. 

Treasurer—W. J. Birmingham, Cleveland. 

The following directors were re-elected, to serve 
two years: J. J. Dalzell, Youngstown; N. R. Arm- 
strong, London, and F. William Stechow, Cincinati. 

W. E. Lamneck, Columbus, was elected a director 
to fill the unexpired term of John Weigel. 


oe-o 


INCREASE IN VALUE OF MINERAL 
PRODUCTION OF THE UNITED STATES 
IN 1915. 








The value of the mineral production of the United 
States in 1915, according to preliminary figures com- 
piled by the United States Geological Survey, was ap- 
proximately $2,373,000,000, a gain of $258,000,000, or 
more than 12 percent over 1914. The value for 1915 
has been exceeded but once—in 1913—when a total of 
$2,439,000,000 was recorded. 

The metallic products reached the greatest value 
ever recorded, having advanced from $691,000,000 in 
1914 to $987,500,000 in 1915—a gain of nearly 43 per- 
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cent. The metals contributing most largely to this 
increase, their combined gains being g1 percent of the 
total, are as follows: Pig iron, increase, $102,630,000, 
or 34 percent; copper, $89,930,000, or 59 percent; 
and zinc, $78,589,000, or 224 percent. 

The value of the nonmetallic products in 1915 has 
been exceeded in 1913 and 1914 only, showing in 1915 
a decrease of less than 3 percent from the preceding 
year. The figures for 1914 and 1915 are $1,423,000,- 
000 and $1,385,000,000, respectively. The final figures 
for the value of the nonmetallic products in 1915 may 
be somewhat increased over the preliminary figures 
given. 

The mining activities and output reported for the 
six months just ended show that 1916 promises to be 
a record-breaking year in the value of mineral 
products. 


a — 


ROTABLE VENTILATOR AND CHIMNEY CAP 
MAKES EFFICIENT COMBINATION. 





In the illustration herewith are shown the New 
Rotable Standard Ventilator and the Standard Chim- 
ney Cap, which 
are claimed to 
form one of the 
most efficient 
combinations on 
the market for 
curing down 
draft and obviat- 
ing the necessity mg 
for high stacks. Wi eammere <ite 
The ventilator it- }Ay i 
self is said to be |" = 
the invention of a | 
man who had ex- 


> 


I 





perienced consid- New Rotrhle Standard Ventilator and 
erable difficulty Standard Chimney Cap. 


from down drafts in his own house and who de- 
signed this model, which gave highly satisfactory 
results. According to the manufacturers, it is con- 
structed to utilize the down current of winds and to 
induce horizontal currents of air from the chimney 
or building, so as to greatly increase the draft or 
ventilation. The sensitive bearings are said to minim- 
ize friction, so that the ventilator turns easily and 
requires no lubrication, while the opening is described 
as corresponding with the size of the flue and always 
being away from the wind and rain, like a weather 
vane. Attached to the Standard Chimney Cap of 
cast iron, which is claimed to be practically inde- 
structible, it is said to give lasting, satisfactory service 
in every instance. Further particulars and price list 
can be secured from the Standard Ventilator Com- 
pany, Lewisburg, Pennsylvania. 
ne ae 

That cold, severe business air that some clerks as- 
sume comes from a failure to enter into the sympa- 
thies of the customers. They sometimes unload their 
troubles on us because perhaps we may be the only 
responsive individual in sight. Should we give a 
deaf ear to their troubles? Not at all. We must dis- 
pense with our severity for a few moments and assume 
the brotherly attitude. 








42 AMERICAN ARTISAN AND HARDWARE RECORD 


IMPROVED BURNER CONSTRUCTION 
PRACTICALLY ELIMINATES CARBON 
DEPOSIT IN KEROSENE 
TORCH. 





The Clayton and Lambert Number 96 kerosene 
torch, shown in the accompanying illustration, is said 
to be ideal for general sheet 
metal work. It is of quart 
oe, size and according to the 
$i manufacturers, produces an 


intensely hot, clear blue 
f Fa Y +e 
y / No. 96. 
( y, DETRONT,MICHeteS-** 


flame about six inches long 





with sufficient heat to quick- 
ly melt a quarter-inch cop- 
per rod. Furthermore, this 
Clayton and Lambert torch is said to have been 
Kerosene Torch. found excellent for brazing 
or for outside use, under severe conditions of wind 
and weather. The tank is of heavy brass, fitted with 
an automatic brass pump, by means of which ample 
air pressure is supplied. All parts are said to be easily 
accessible and easily cleaned, while another great con- 
venience is afforded by the improved burner construc- 
tion, claimed to practically eliminate any carbon de- 
posit and to produce a steady flame at a low cost, 
without smell or smoke. With each of these torches 
is furnished a cleaning needle for cleaning the burner 
orifice. Jobbers will supply them at factory prices and 
dealers desiring catalog of firepots and torches should 
write to the Clayton and Lambert Manufacturing 
Company, Detroit, Michigan. 


METAL SPANISH TILE FOR.CONICAL 
SURFACES. 


The varieties of Merchant’s Metal Spanish Tiles, 
which are made of copper painted or galvanized, or 
tinplate, and are said 
to be unsurpassed for 
residences, churches, 
and public buildings 
of all kinds, include a 
special patented tile 
for conical surfaces, 
an application of 
which is shown in 
thé accompanying’ il- 
lustration. Like the 
other styles of their 
metal roofing, this tile 
is described as being 
light, durable, easily- 
adjusted, ornamental, 
stormproof and fire- 





ee 











resisting. It is also 

suitable for circular 

08 roofs, domes, bell- 
Merchant’s Metal Spanish Tile a ’ 

Applied to Conical Surface. shaped towers and 


turrets, as well as for conical surfaces, and being 
graduated, is said not to involve any waste by trim- 
ming and to save greatly in material and labor of ap- 
plying. The manufacturers state that millions of 
square feet of these Metal Spanish Tiles have been 
used and have given universal satisfacton. Full par- 
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ticulars of their construction and application can be 
secured from the Merchant & Evans Company, Phila- 
delphia. 





NOTES AND QUERIES 





INVERTED TYPE BORDER. 
From Bender Brothers, Holton, Kansas. 
Can you advise where we can get material for an 
inverted type border? 
Ans.—Barnhart Brothers and Spindler, 715 South 
Dearborn Street, Chicago. 
CHAMPION HOT WATER BOILER. 


From The Michael Heating Company, 1456 Welton Street, 
Denver, Colorado. ; 
Please advise who manufactures the Champion Hot 


Water Boiler. 
Ans—Frank D. Stolz Company, 1210 Webster Ave- 
nue, Chicago, Illinois. 
GARBAGE CANS. 
From George W. Geiger, Webb City, Missouri. 
Kindly advise who manufactures garbage cans. 


Ans.—American Can Company, 447 West 14th 
Street, New York City; George W. Diener Manufac- 
turing Company, 400 Monticello Avenue, Chicago; 
Lalance and Grosjean Manufacturing Company, 1900 
South Clark Street, Chicago; and Wheeling Corru- 
gating Company, Wheeling, West Virginia. 

TONCAN SHEETS. 
From W. M. Schobinger, Shullsburg, Wisconsin. 

Can you tell me where Toncan sheets are manufac- 
tured? 

Ans.—Stark Rolling Mills, Canton, Ohio. 

WOOD FACE MANUFACTURERS. 


From Chicago Furnace Supply Company, 579 West Monroe 
Street, Chicago. 
Kindly tell us who manufactures wood faces. 


Ans.—Gem City Manufacturing Company, Dayton, 
Ohio; O. J. Munch Manufacturing Company, Char- 
lotte, Michigan; Plymouth Manufacturing Company, 
Plymouth, Indiana; Tuttle and Bailey Manufacturing 
Company, 225 West Lake Street, Chicago; and 
Wooden Ventilator Company, East Palestine, Ohio. 

“PENNSYLVANIA” LAWN MOWER. 


From Ostlund Hardware Company, 4607 North Clark Street, 
Chicago. t 
Please advise who makes “Pennsylvania” lawn 


mower. 
Ans.—John Braun and Sons, 1615 North 23rd 


Street, Philadelphia. 





FRIENDSHIP AND BUSINESS. 





The man who is not a familiar face in the business 
life of his home town is not a man who attracts many 
business friendships. He creates very little good will. 
People buy of him if they have to, if they find he has 
bargains that they simply can’t resist, but when things 
are about even they never go out of their way to serve 
him. Such a man gets a reputation for cold isolation, 
and if he wins, it is by sheer hard work, and friend- 
ship never help him. 


The Charles W. Gindele Company, 3333 South La- 
Salle Street, Chicago, general contractors for the 
Neenah, Wisconsin, new Postoffice Building, advises 
that it will let work to sub-contractors, including sheet 
metal, heating and plumbing. 
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1,190,985. Lock. Francis E. Crawford, Canyon City, 
Colo. Filed Dec. 12, 1914. 

1,190,993. Combined Stove and Fireless Cooker. Claude 
R. Fountain, Athens, Ga. Filed Jan. 4, 1916. 

1,191,004. Padlock. Arthur C. Jackson and Frank Soley, 
Philadelphia, Pa., assignors to Miller Lock Co., Philadelphia, 
Pa. Filed May 7, 1913. 

1,191,008. Carpenter's Square. Ephraim Laakkonen, 
Monessen, Pa. Filed June 21, 1915. 

1,191,063. Wire-Stretcher. James F. Cochran, Jones- 
boro, Tenn. Filed Apr. 4, 1916. ‘ 

1,191,160. Lawn-Mower Sharpener. Raleigh L. David- 
son, Portland, Ore. Filed Aug. 26, 1915. 

1,191,206. Door-Knob. Martin McDonald, Washington, 
D. C., assignor of one-fourth to Patrick IF. Martin, Balti- 
more, Md., and five twenty-fourths to Edward D. Talty, 
Washington, D. C. Filed Sept. 4, 1915. 

1,191,219. Hose-Clamp. Charles Pelter, Walla, Walla, 
Wash., assignor of one-half to John L. Eggers, Walla Walla, 
Wash. Filed Nov. 18, 1915. 

1,191,241. Clothes-Drying Rack. Arthur D. Smith, New 
York, N. Y., assignor to C. S. M. Company, Inc., New York, 
N. Y. Filed Mar. 13, 1915. 

1,191,286. Electric Cooking Apparatus. Forest V. Detwi- 
ler, Chicago, Ill. Filed Feb. 20, 1913. 

1,191,378. Rake. David W. Whitaker, Oak Ridge, N. C. 
Filed Sept. 22, 1915. 

1,191,379. Oven for Combination Coal and Gas Ranges. 
Robert M. Witman, Evansville, Ind., assignor to Evansville 
Stove Works, Evansville, Ind. Filed Nov. 5, 1915. 

1,191,426. Electrically-Heated Utensil. Davydd C. G. 
Hughes, Chicago, Ill. Filed July &, 1915. 

1,191,470. Spring-Hinge. Elijah J. Roberts, Bothell, 
Wash. Filed Nov. 28, 1914. 

1,191,598. Clothes-Line Adjuster and Winder. Oskar 
Hofstrand, Brooklyn, N. Y. Filed June 28, 1915. 

1,191,600. Door-Latch. John Herman Joneson, Chicago, 
Ill. Filed Apr. 8, 1916. 

1,191,608. Combination-Tool. Raymond C. Miner, Faith, 
S. D., assignor of one-half to Hans P. Hanson, Faith, S. D. 
Filed Mar. 10, 1913, Renewed Dec. 9, 1915. 

1,191,610. Self-Cleaning Rake. Lydia A. Pease, James- 
port, Mo. Filed Apr. 21, 1915. 





1,191,621. Hose-Nozzle. Charles G. Schmidt, St. Jacob, 
Il. Filed Aug. 11, 1914. 

1,191,643. Lawn and Garden Sprinkler. Andrew Wilson 
and Albert Pinkava, Springfield, N. J. Filed Nov. 13, 1915. 

1,191,679. Door-Latching Device. Clemens Dziegielew- 
ski, Detroit, Mich. Filed July 31, 1915. 

1,191,698. Post-Hole Auger. Orville L. M. Hoover, Abi- 
lene, Tex., and Sarah J. Ardery, Woodward, Okla. Filed 
May 22, 1915. 

1,191,706. Animal-Trap. Elias Kesler, Oklahoma, Okla. 
Filed Oct. 16, 1914. + 

1,191,708. Adjustable Rifle-Sight. Oscar G. Klugel, In- 
dianapolis, Ind. Filed Jan. 24, 1916. 

1,191,711. Catch and Lock for Doors. Alfred E. Lin- 
strom, Castlewood, S. D. Filed July 29, 1914. 

1,191,717. Tool. John B. Moore, Latrobe, Pa. Filed 
Oct. 15, 1915. 

1,191,779. Door-Lock. Michael French, Mammoth, Cal. 
Filed Mar. 16, 1915. 

1,191,797. Tool-Holder. Ephriam H. Baker Knowlton, 
Milwaukee, Wis. Filed Sept. 30, 1913. 

1,191,802. Stovepipe-Support. Alexander C. Leslie, Hal- 
lettsville, Tex., assignor of one-half to Edward Guthrie, Hal- 
lettsville, Tex. Filed Sept. 14, 1915. 

1,191,810. Snow Shovel and Scraper. George W. Miller, 
Sharpsburg, Pa. Filed Oct. 15, 19165. 

1,191,814. Leaf-Gathering and Lawn-Treating Imple- 
ment. Louie T. Murrah, Dallas, Tex. Filed Mar. 11, 1916. 

1,191,815. Window-Lock. Carl Nelson, Brockton, Mass. 
Filed Nov. 9,. 1915. 

1,191,821. Self-Oiling Handsaw. Robert Bartley Pear- 
son, Galveston, Tex. Filed Feb. 8, 1916. , 

1,191,873. Automatic Tool. Peter Ames Cressey, Moss 
3each, and William Jones, Los Angeles, Cal. Filed June 14, 
1915. 
1,191,891. Door-Check. John F. Golding, Washington, 
D. C. Filed July 11, 1914. 

1,191,896. Miter-Tool. Arthur J. Helms, Portland, Ore., 
assignor to Boss Tool Mfg. Co. Filed Jan. 18, 1915. 

1,191,897. Combined Door Hanging and Operating 
Means. Frederick W. Hild, Frank P. Maize, and William 
Lewis Coop, Portland, Ore. Filed Oct. 2, 1914 
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Chicago warehouses which reduced their quotations 
on tin 2 cents on July 22nd have advanced their prices 
4 cent per pound, the new quotations being 42% 
cents for pig tin and 43% cents for bar tin. 





LEAD. 

The lead market is dull with practically no demand 
for either foreign or domestic consumption. The out- 
side market for prompt delivery is quoted at 6.10 
cents St. Louis and 6.20 to 6.30 cents New York. 
The leading interest continues to quote 6.42% cents 
St. Louis and 6.50 cents New York. The Chicago 
warehouses have reduced their quotations 25 cents 
per hundred pounds, the new prices being $6.75 for 
American pig and $7.25 for bar. Prices on sheet 
lead have been reduced 50 cents per hundred pounds, 
the new quotations being $8.75 in full coils and $9.00 
in cut coils. 

SOLDER. 

Chicago warehouse prices on solder are 34 cents 
higher than a week ago, the new quotations being: 
XXX Guaranteed, 12 & Y%, 25 cents; Commercial, 
Wy & Ys, 23 cents; Number 1 Plumbers’, 21 cents. 


WIRE PRODUCTS EXPECT TO ADVANCE IN 
PRICE. 

It is generally believed that prices on wire products 
will be advanced about August Ist, and this has 
caused an increased activity in the domestic market. 
There appears to be some doubt as to whether gal- 
vanized wire will be advanced in price at this time, 
but all other lines are expected to be higher about 
August Ist. 


FILE PRICES ADVANCED. 
Prices on files have been advanced about 12% per- 
cent by one of the principal manufacturers by a re- 
vision of the discounts. 


TIN PLATE. 

The market for tin plate is strong, and mills which 
have been able to promise fairly prompt deliveries 
have had no difficulty in commanding as high as $7.00 
a box which is $1.00 above the standard price. Many 
manufacturers of tin plate are reported to be in favor 
of a new form of contract limiting deliveries to six 
months instead of twelve months when the market for 
1917 shipment is opened. 


SHEETS. 

Following the small decline on galvanized sheets 
which was announced by AMERICAN ARTISAN on 
July 22nd, 28 gauge galvanized sheets have again 
been advanced and are now quoted at 4.59 cents Chi- 
cago. This is only a natural consequence of the sharp 
rise in the price of spelter. 28 gauge black sheets are 
still quoted at the minimum price of 3.09 cents Chi- 
cago and 10 gauge blue annealed sheets at 3.19 cents 
Chicago. In the Pittsburgh district there is some ir- 
regularity in the market on galvanized sheets, quota- 
tions ranging from 4.25 to 4.50 cents for 28 gauge, 
but in black and blue annealed sheets the situation is 
very strong, and it appears not at all unlikely that 
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some mills will advance their quotations one or two 
dollars a ton within the near future owing to the 
higher prices on sheet bars which went into effect on 
July Ist. 


OLD METALS. 

There is very little to be said for the scrap and old 
metal market although some profess to find a little 
improvement. Buyers are rather indifferent and 
prices remain stationary except on light copper which 
is 14 cent higher. Wholesale dealers report quota- 
tions as follows: Old steel axles, $22.50 to $23.00; 
old iron axles, $22.00 to $22.50; steel springs, $14.00 
to $15.00; Number 1 wrought iron, $14.75 to $15.00; 
Number 1 cast iron, $11.50 for net tons. Prices for 
non-ferrous metals are as follows per pound: Light 
copper, 151% cents; light brass, g cents; lead, 4% 
cents; zine strap, 6 cents; aluminum, 30 cents. 


SPELTER. 

The spelter market has continued to show improve- 
ment and considerable quantitics.have been brought 
by galvanizers, while a fair volume of business has 
also been closed for export. As a result prices have: 
been advanced further and may be quoted as follows 
for Prime Western grades: Prompt delivery 10% 
‘to 103% cents; August 10 to 10% cents; September 
g¥% to 10 cents. The Chicago warehouses have ad- 
vanced their price one cent per pound for spelter in 
slabs, the new quotation being 11 cents. Sheet zinc 
remains at $21.00 in cask lots and $21.50 to $22.00 in 
less than cask lots. 


PIG IRON. 

Although the domestic demand for pig iron is very 
light in the Chicago market there have been a con- 
siderable number of inquiries during the week for 
large tonnages for export and it is conservatively esti- 
mated that these inquiries represent a total of at least 
25,000 tons. The nominal quotations remain at $19.00 
for Northern Number 2 Foundry and $19.50 for 
Malleable, Chicago furnace. In the Pittsburgh dis- 
trict no inquiries of importance are pending so far 
as domestic business is concerned, but fairly heavy 
tonnages of Bessemer iron are being sold for export 
to England, France and Italy. Northern Number 2 
Foundry and Malleable grades are being held in this 
district at $18.50 Valley. In the Birmingham dis- 
trict there is a strange situation: One of the large 
iron producers is practically out of the market on 
foundry iron owing to orders which will run well into 
next year. Another Company reports that with the 
orders on hand for several months ahead trouble is 
being experienced in taking care of its customers 
comfortably. Up to the present time very little iron 
has been piled up in the yards—not over 6,000 tons 
during the past month. But in spite of all this the 
market is weak. The principal reason for this is the 
competition cost of warrant iron which can be ob- 
tained at $13.50 per ton, at furnace. Generally speak- 
ing, however, foundry conditions in the South and 
Southwest are fairly normal it is reported and buyers 
are as yet disinclined to place orders farther ahead 
than their present contracts. 








July 29, 1916. 


AMERICAN ARTISAN AND HARDWARE RECORD 45 








WEEKLY REPORT 
OF TRADE AND THE MARKETS 








PRICES REMAIN FIRM ON MOST METALS 
WITH ADVANCES ON MANY OF THE 
NON=FERROUS METALS. 


The extremely hot weather of the past three weeks 
has reduced the output in most of the steel mills so 
that a fair estimate of their activities would be some- 
where near 95 percent of their rate of capacity, as 
against several percent above their normal rating 
during the previous three or four months. 

Generally speaking, the steel market shows a 
greater scarcity of unfinished steel, orders being dif- 
ficult to place and prices bid higher than a month or 
six weeks ago. This change is attributed to the 
heavier export demand for unfinished steel which is 
due to the fact that the European nations are making 
more shells in their own munition factories and are 
requiring larger supplies of unfinished steel in conse- 
quence. 

The expected advance in prices on wire products 
has caused specifications to be hurried in and efforts 
have also been made to increase the sizes of con- 
tracts wherever possible. 

In the non-ferrous metals the tone of the market is 
considerably firmer in practically all lines with an 
improved demand for most of these metals. 

Dun’s review of the trade says: 

“Contrary to the usual experience at this season, 
there are many more points of activity than of dull- 
ness in the general situation. [Lusiness continues re- 
markably full during the period when it ordinarily 
shows the greatest shrinkage, current reports adding 
to the accumulation of superlatives with regard to 
trade, industry and transportation. 

While in some important lines, notably in steel and 
leather, foreign demands are again the overshadowing 
feature, it is not because of any lack of confidence 
that domestic buying has abated. Many interests here 
having already covered their requirements well ahead, 
naturally proceed more slowly in extending commit- 
ments further, and this spirit of conservatism, mani- 
fest throughout the country, is most reassuring in its 
bearing on the future. 

“Curtailment of industrial operations has occurred 
in the flooded districts and manufacturers nearly 
everywhere are hampered in one way or another, 
chiefly by the labor shortage and high temperatures. 
Some plants have resumed after a brief shutdown for 
needed repairs, but outputs fall below the recent rec- 
ords and insistent calls for quick shipments do not 
make conditions any the easier for producing forces. 
The works in about all lines have orders on their 
books assuring, full employment for machinery well 
into the future, and some buyers are not contracting 
further ahead merely because definite promises can- 
not be made as to dates of deliveries. 


Transition to a more natural range of prices has 
continued in some branches, but recoil from the ex- 
treme limits has not yet become general and certain 
commodities have even gone still higher.” 

STEEL. 

In the Chicago steel market there is considerable 
mystery attached to the large orders which are re- 
ported to have been placed by the implement manu- 
facturers at 2.54 cents Chicago for steel bars. The 
mills claim that no sale has been made of steel bars 
for 1917 delivery at less than 2.69 cents Chicago and 
the implement manufacturers are just as emphatic in 
asserting that there is no reason why they should be 
in the market for steel bars at this time. [a the Pitts- 
burgh district a number of sales of steel bars have 
been reported during the week at 2.50 cents, Pitts- 
burgh. The steel plate market in Chicago does not 
show any great activity although there is a constant 
moderate demand and frequent inquiries. The nom- 
inal price is 3.09 cents, Chicago. [rom Pittsburgh 
comes the report that one mill has made several sales 
of steel plates for prompt shipment, obtaining 4 cents 
Pittsburgh without any difficulty. Structural shapes 
are fairly active in the Chicago district most of the 
business involving tonnages for small industrial 
plants. A number of large structural projects are 
being reported in this district but the plans for these 
buildings have not as yet been submitted to the fab- 
ricators. 


COPPER. 

There is an improved demand among domestic con- 
sumers of copper, and speculators who are looking 
for the development of another foreign buying move- 
ment are also adding to the strength of the copper 
market. Asa result Electrolytic is quoted by second 
sellers at 25% to 26 cents for prompt delivery and 
25% to 25% cents for August and September. Ordi- 
nary and arsenical Lake coppers are quoted at 2534 
to 26 cents for prompt delivery, with August and 
September at 25%) to 2534 cents. Ordinary Casting 
copper is offered at 2334 to 2414 cents for prompt 
delivery. No changes have been made by the Chicago 
warehouses in their quotations for sheet copper, the 
base price being 3714 cents per pound. [Exports of 
copper, as reported by the New York Custom House, 
up to and including July 22nd, total 28,917 tons for 
the month and 194,544 tons since January 1, 1916. 





TIN. 

The tin market has been quiet during the week as 
the large consumers show very little interest. Spot 
tin is quoted nominally at 38 cents per pound New 
York with August at 3734 cents. This is practically 
the same basis as that obtaining a week ago. The 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS. 


PIG IRON. 


Northern Fdy., No. 1 
Northern Fdy., No. 2.. 
Northern Fdy., No. 3.. 








Southern Fdy., No. 1 
Southern Fdy., No. 2 
Southern val: » No. 3 
Lake — Sabasenenee 
FIRST QUALITY BRIGHT 
TIN PLATES. 
Per Box 

IC SERED. seenpeveseeepere $8 75 
IX DP citbersseesesous 9 70 
IXxX errr rrr 10 75 
8 Oo) err 11 60 
IXXXX 14x20..... ae ee 12 45 
ae, "SE Bibssonsssevee sen 17 50 
Ix TEs > ch beddtpsvbees 19 80 
IxxX DD tenscpsebeessoe 21 50 
2 0 a. | TERRE RRR a rSre 23 20 
is ¢ 3 9. ee 24 99 

COKE PLATES. 
Cokes, 180 Ibs....... 20x28 at 60 
Cokes, 200 Ibs....... 20x28 12 80 
Cokes, 216 Ibs....... IC 20x28 13 10 
Cckes, 270 Ibs....... IX 20x28 14 95 

BLUE ANNEALED SHEETS. 

eee per 100 Ibs. $3 25 
SS Sere per 100 lbs. 3 30 
err” per 100 lbs. 3 35 
Oe err per 100 lbs. 3 45 
ONE PASS COLD ROLLED BLACK 
BG; IPD. iv cccsees per 100 lbs. $3 00 
SS a. per 100 lbs. 3 05 
ie MDs sneue severe per 100 lbs. 3 10 
INE: Ee, per 100lbs. 3 15 
No. 28......+++++--per 100 lbs. 3 20 

GALVANIZED. 
No. 16.......++06+--per 100lbs. $4 35 
DH, BOMRO: cccevessd per 100lbs. 4 50! 
rer per100lbs 465 
EDs concsnvesepe per 100lbs. 4 80 
ee cceonced per 100lbs. 4 95 
Sees per 100lbs. 5 10 
yp | ee per 100lbs. 5 50 


POLISHED SHEET STEEL. 


eee per 100 lbs. 
J err per 1001 bs. 
DUD. Bi ks ssancecees per 1001 bs. 
No. 28......+++0+-- per 1001bs. 


SMOOTH SHEET , 


$4 65 
475 
4 85 
495 





Per a 
Wood" sSmooth, om a 
No. 22-24...... 3 0 
“ «© sNNo. 25-26...... 375! 
a< ie arr 3 80 
= ” _ NE. RRR Be 3 90 


PATENT PLANISHED SHEET 


IRON. 
Patent Planished Sheet Iron, 
100 Ibs. 


eee eeeeneeeeseeeeee 


PATENT PLANISHED SHEET 


STEEL. 
Dickey Planished Sheet Steel......8$c 
SOLDER. 
XXX Guaranteed § & 3. -perlb. 25c 
Commercial § & $....... 23c 
No.1 Plumbers... ..... ‘! 2lc 


SPELTER. 
SRG sc cbssneseesce cosccccce 216 
SHEET ZINC. 

Cask lots........ covcceesgan OO 
Less than Cask lots. $21 50 to $22 00 


COPPER. 
Copper sheet, base....... cece 


-$9 11 














» 37hC 





i - LEAD £67 AUGERS. 

oman eee terete trn nn 7 3 Boring | Machine Pee ee 70 

National (White) brands (in less |" 1 is peur pear pnp ie rene es 50 

than 100 tb. lots), per Ib........11¢ Corpebier's N&E.. 2c ccccccccccces 70% 

Shel 1 100 Ibs. $8 75 

wll cos. ....0¢ per Ss. Hollow. 
CME ODIE 6120006 100lbs. 9 00 
alias sid Rooney" s—list $30.00...... 75 7 Ae} 
ALUMINUM eS Pee 

Carload lots. 

sel 1 Pure mae sobeid per Ib. $0 4 Post Hole. 
Orr eae ee Digwell, 8-inch.......per doz.12 50 
TIN. Iwan’s Post Hole and Well... 40% 
Sees per lb $0 e ee Vaughan’s, 4 to 9-in...per doz. 8 00 
rr re tree 
Shi». 
HARDWARE. Ford's, with or without screw. 50% 
Snell’s 40-5% 
ADZES. 

Carpenters’, AWLS. 
Plumbs......2.000000000000039% | Brad. 

Coopers’. No. 3 Handled....... per doz. $0 4 
Barton’s....... SNikoedbesneoene No. 1050 Handled.. 

White's. ° si 15% Shouldered, assorted 1 to 4, 

Roilroad sitar a piboee seagate ana: INO 3 60 

, a ss 
i cehciiscs seeee 38% aie aa 
AM MUNITION. 
Caps, Percussion—per 1,000. A inte re 
RS 5 5565.6 p-0 0 0'e sa 
GB eerprooks POM IIINIGS| Pateataccoocin - 
Musket... se eeeeeeeceeceeenees 75 

Shells, Loaded— Peg. 

« Loaded with Black Powder. .20&5%| . Shouldered.......... A 1 50 
Loaded with Smokeless Powder, eee - 65 

medium grades........... 30&3% 

| Loaded with Smokeless Powder, 

Oe ary 40&3% | Scratch. 

Winchester: ce A gee: aa aaa" t doz : 4 
Smokeless Repeater Grade... 30&3% Oo. 28, socket hanid. 
Smokeless Leader Grade..... 4083% No. 7 Stanley........ 195 
BCE POWGG 5 oo sc cccccscs 20&5% 

ic. 
Nitro Club..... cevhcbwewan 30&3%1 p+ — 
ee, See 40&3% gy moe tb se ten. 6% 
© 9 J Weesece ° 
OW  5a0se55essese eee 20&5% Marshall Falls City... 5 00 
REE een “ 6 50 
Broad. 
Gun Wads—per 1,000. 
Winchester Gun Wads...... ... 8% Plumbs, W a 30 
ite Each wd a Pate icare’ 5 % 
DuPont" 8 Sporting, ry er $10 25 ounsades a yore A $ 19 00 
ve - —- 4 4 Plumbs, Miners’ (handled) “ 
DuPont's Canisters, 1 = 46 
ee rai * : 26 26 | Single Bitted (handled). 
=. 13 20| Warren Silver Steel.......... $10 50 
“9 = . 675| Warren Blue Finished........ 10 50 
oe - e-cee ahd S00) Bie ie os iis 60s 5 css 9 00 
“a t-kegs... 3 45 Perfect Premier, Forest Clipper 8 50 
” 4 canisters 60 
L. & R. Orange, Extra Sporting 
ree oes se sess recess 0 25 | Single Bitted (without handles). 

L&R. Grane, re Sporting 5 40 Varco Siiver Peeet up atone " 

eee Ore arren Blue Finished....... 

L.& y Orange, meiniiveiieneg 2 85 DN TAN 6 onc s v0 s00 coeds 7 00 

L.&R. Orange, Extra Sporting 

10D; RENOUES occ ctv ness 45 
L. & : ieenne. Extra Sporting Double Bitted (without handles). 
“lb. canisters ......... 26 ’ ion, to 44 Ib. 

L. & R. Orange, Extra Sporting ae ene me oz. 12 50 

a-Ib. canisters......... 18 | Flint Edge.......... eo ae 

= C."* and “‘Infallible” Perfect Premier...... ns 12 50 

Sei hone ede aoa ie ie 2 The above prices on axes of 3 to 4 lbs, 

Herevles "E. C."* and ‘‘Infallible”’ are the base prices. 

ea i ie aha iets emcees wean 34 to 44 Ibs. advance 25c. 
Hercules’ “BE, C.""and““Infallible’’ 4 to5 lbs. advance 50c. 
Laine ths Fob tie Bees 44 to 54 lbs. advance 75c. 
Hercules ‘‘E.C."’ and ‘‘Infallible’’ 
10 can an drums 5 sl lime ia Gala % 
Ss pein PAGS, PAPER NAIL 
Wenndlen” ©. C."" and “‘Infallible’’ Pounds..... pe 16 20 25 
DE Sa achoukkc xs sas Per 1,000...$2 50 375 450 500 

Hercules W. A. .30Cal. Rifle, 

- rege eee Tee $1 25 
ercules Lightni ifle, > 

vr gy : _ seb ob bcs esate 1 25 BALANCES, SPRING. 
Hercules Sharpshooter Rifle, Pelouze......... piebeeoeekets +++20% 
oS eee rere 25 

Hercules Unique Rifle, canisters 1 50 

Hercules Bullseye Revolver, 

ee DRROEE «is 0005006050 BARS, CROW. 

Drop shot, sizes smaller than Pinch or Wedge Point, per cwt.. $4 00 
B 25-tb. bags, per bag....... - 70 
Dep, fbot. B non gaa oes 
-lb. bags, per bag........ 
Buck shot, 25 Jp. bags, per bag 2 95 BASKETS. 
Chilled shot, 25-fb. bags, {* | 3 25 | Clothes. 
Small Willow........ per doz. 10 00 

Trenton, 700080 tbe i. POO, coeeeees « 1300 
renton, per ib. Larg <n ” 13 00 

Trenton, 81 tc 150 Ibs...... Hf oe , 

ASBESTOS. Galvanized Iron. }%bu. 1 bu. 1$ bu 

Board and Paper.........$300 Cwt per doz........$5 50 800 11 00 








BEATERS. 

Carpet. Per doz, 
No. 13 Tinned S ire... 0 90 
No. 11 Spring Wire coppered. 1 30 
No. 10 Preston............. 9e 

Egg. Per doz 
No. Ro Imp. Dover dae alps $0 75 
No. 1 ase. a 90 
No. is er ” 1 50 
No. rf Heavy hotel tied. 2 10 
No. 30 
No. 13 a 2 x 3 60 
No. 18 “ ” = 4 50 

BELLOWS. 

DI snk a vésescesvssieees 65% 

Hand. 

Ds 6ospbabsneed per doz. 7 50 
ee a ” 9 40 

Moulders'. 

SED ss 65065000584 ” 12 60 
BELLS. 

Call. 

3-inch Nickeled Rotary = 
Bronzed base...... per doz. $5 0@ 

Cow. 

Se MODs Goss 65600 600seade 
ee er 65&10% 

Door. Per doz. 
New Departure Automatic... $6 50 
pe a / 

-in. 1a Copper Bell....... 4 00 
-in. Old apes Bell, y. 6 00 
-in. Nickeled Steel Bell. 4 50 
3hin, Nickeled Steel Bell. 5 0€ 

Hand. 

Hand Bells, 

White Met 

Nickel Plated 

fiver Chins... 

Miscellaneous. 

Church and School, steel alloy... .50% 

Farm, lbs... 40 50 75 100 

OS ee “$1 90 240 355 475 


BEVELS, TEE 
Steatey" 's, rosewood handle, —,. 


OTS re PLETE ets 
Stanley’ s iron handle............ Nets 
BINDING, OILCLOTH. 
iD pcb sssaspewdee ess vie ee ake 70 
i, <Gostenkessiaseeser ae 60&5 
PERO, SN oo a4 90.d0<0550 000 er 4 
BITS. 
Auger. 
Extra Double Sper: . .70&10% 
Ford’s Car and hine.. . .40&10% 
RP rere 50% 
RPE Perr rerrrr 50% 
Russell Jenning’ Ditnctanean nett 
Clark’s xpansive ea beh eas 2 
Steer’s  ‘* Small list, $22 00. S3op 
“ Large “ $2600. es 
CL ee ee Pee ae 50% 
Ford's Ship Auger pattern 
Psi cscs suv seescevecsess 50% 
CURE ECEEE TT CLINT TORE LE 15% 
Countersink. ' 
No. 18 Wheeler's... — doz. $1 80 
No. 20 6 2 40 
American Snailhead.. ce : i 
= Flat. pares oe “s 1 20 
Mahew’s Flat...... 2s 90 
a OS A 1 40 
Dowell. 
Russell Jennings........... 30&10% 
Gimlet. 
Standard Double Cut.......... 40% 
German Pattern..... per doz. $0 60 
egg eve Rbeess 2 pod 
Risa iscdeb peace 
S re ssa tebe blnsha-i6i8 > 15% 
Co untecsink Papena ase ws 1 30 
Reamer. 
ng’s Square - 2 50 
reo | Square... sa a 2 00 
American Octagon. . ns 1 75 
Screw Driver. 
No.7 Common...... “ 55 
No.1 Triumph...... % 1 25 





wawwa 
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BLACKING, STOVE. (See Polish), 


25 


BLADES, SAW. 
Butchers’. 
Standard, ? & 1}-in...........35% 
Clock Spring...... prerereease 
eee Perrrerrersere. 
Hack. 
SINE Bos s00500 ss 000 0000 ose 
i 2 SR raat as 
Star. ....0- occcccccccccccs 20&5% 
Wood. 
CEE oz. $2 40 
‘isston’s—No. 6, 16, 36 & Sas. 475 
PER aa cewvicereiaccevee 3 50 
BLOCKS. 
Snatch. 
WS i Sune'sde se ace pees 70&10% 
Pr eri 50% 
Tackle. 
= PPE CR 70&10% 
Com. i Jeavacsanseetees 60% 
BOARDS. 
Stove. 
Wabash Crystal......... Net Prices 
Wabash Oriental......... 
Wabash Mosaic.......... = 
Wabash Delft annie 2 
Wabash Art Inlay.. % 
Wash. 
No. 760, Banner Globe, (single) 
weuibbesaace Geese per doz. $4 20 
No. 652, Banner Globe, (single) 
Oe hire Oo eee eee er doz. 4 2 
No. 862, White en” (glass) 
gig etree lars os aisty gad per doz. 4 15 
No. 800, Brass King. . 2 5 50 
No. 172, Our Best, me op mo 
Ee ee Pan eee er 3 25 
No. 964, Royal Blue, Ganaat ‘ 


BOBS, PLUMB. 





Carpenters’. 
rs per doz. $0 8&5 
SS i : 1 50 
i Oe” kededeees me 3 00 
a Sa 8 4 00 
No. EEE § 75 
No. 1 13, brass plated. “ 110 
No. N30, nickel plat'd “ 1 60 
BOLTS. 
Carriage, Machine, etc. 
Carriage, }x6 and sizes smaller 
and shorter....... .50&10% 
Carriage, sizes larger and long- 
OF TE BO 5 6.6 oes 55585 40% 
Machine, }x4 and sizes smailer 
ys On eee 50&10% 
Machine, sizes larger and long 
er than §xix4 0% 
a A eee 
ee ee 70& 10% 
MR iia banks ae baa ore Fe 60&10% 
Wagon Box Strap............. 60% 
Mortis, Door 
RMI Shi 8 esr el 60% 
Gem, bronze plated............ 20% 
Barrel. 
CMe os idsascesepetseescs ar 60% 
MINN ia 0505 5 5.8605 554% 65% 
Wrought, bronzed............. 40% 
Flush. 
WRONG S 6 cbesaecss citedes +00 ane 
Spring. 
NN eo Bs ia ee do 20% 
Wrought, HEAVS:. 06660 céc cease 40% 
Square. 
0 Cee ay 50&10% 
i eee 65% 
BORERS. 
Angular. 
Miller’s Falls........ per doz.$15 50 
Sill borers, No. 51.... “ | 19 20 
Bung. Doz. 


Enterprise Mfg. Co." s No. 1.....10% 
No. y :.10 0 


BOXES. 
BOG, NOs. ccdexs 1 z 10 
Pit G08: 660.60 ‘$3 50 500 21 00 
Miter. 
New Langdon..............15&5% 
Stanley’s........ ieséver ness 20% 
Seavey’s...... sathealne aa each, 1 50 
BRACES. 
Fray’s Genvine Spofford’s........ 60 
o Nos. 66 to 146 veyyrsrrrT $047 
* No. 0108......... IIT $3 56 
: a eae ee 00 
an See cusvewste SOF 
BRACKETS. 
Hay-Rack. 
Wenzelmann’ s No.1. per doz. ’ 54 
No. 2. 
Shelf. 


Clover Wrought Steel..........75% 
Clover Polding,.....sscccccsecs % 


BROILERS. 
UNE SC anbseas-pssagnosenes .70% 
No. Crown, Self-basting, 90 doz. “$2 50 
BUCKETS. 
Pump, Rubber. 
WOON. oo ccee ++++-Der gro. $4 75 
AE are : 4 75 
NOEL 5 6600068 00 8 7 50 
eS eee i 9 25 
ASR = 5 00 
Bs hanitiesesos poe 6 75 
Well. 
Galvd, Qts 10 12 14 
FOr GOB «<x 000 $290 325 3 40 
Wooden, top ear, plain, per doz. 4 = 
swivel, “ on 
BUCKS, SAW. 
eT per doz. $2 40 
BURRS, RIVETING. 

Copper Burrs only..... 25% above list 
Tinners’ Iron Burrs only.......... 40% 
BUTTS. 
ee BONE occ tae 0 Fons bio sleds 60&5% 
Wrought Brass (New List)........30% 
Wrought Steel, Bright............ 65% 
Wrought Steel, Japanned..........Net 
CALIPERS. 

MINS eo cog a hema vo' sia-ban 35% 
Inside and Outside.............. 35% 
DR a vionrevusvesesncees 30% 

CALKS 
Logger’s Boot. 
(Lufkin R. Co.'s), per M..... $3 75 
‘0e. 
Shoenberger............ per lb. 5c 
NUN gee «:0:d-4'%'v'o.0i ie 4hc 
NOIR. aac s eave sine ee 7c 
NS wiSibcawnceeenes 7 8c 
CANS. 
Milk. 
Holstein. 
oS See. 8 10 
Per doz..$18 50 2450 27 50 
Gem pea 
i ae 5 8 10 
Per a. -$19 25 23 75 25 00 
Illinois Pattern. 
Seer 10 
Per dozen........ $25 75 2900 
Jersey Pattern. 
eee 8 10 
POE QO i600 beanie $25 00 28 00 


CAN OPENERS. 
See Openers. : 


CAPS, GUN. 
See Ammunition. 


CARPET STRETCHERS. 
See Stretchers. 


CARRIERS. 
Hay. 
Diamond, Regular...... each, $3 85 
Diamond, dling........ 7 00 
CARTRIDGES. 


See Ammunition. 


CASTERS. 


Standard—Ball Bearing....... 50&10% 
DE Aer Geetsun uti sb iveceddceias 60% 


Philadeiphia Plate, new list.. 60% 
CS ee peta e 60% 
a ree 75&10% 
CATCHERS, GRASS. 
Carroll's; Nos Cs. 62 ces per doz. $4 25 
Wildermuth’s, 
te ss op wane p 3 
- ee $5 60 575 6 25 
Rar sale owe 4 5 6 
4 Se ee $6 75 950 1000 
CHAIN AND CHAINS. 
Breast Chains. 
Doubleslack....... doz. pairs, $7 25 
With Covert Snaps. “ 6 50 
With Slide........ as 3°75 
Without Slide..... ag 3 35 


Bright Ox Chains. 
-in., $8 5L; j-in., $6 70 per 100 Ibs. 





Cable — Chains. 
Inc ts t wf. | 
Per 160 ite. vee 80 8 00 7 00 6 20 
Inch.... 4 
Per 100 tbs é ‘00 590 575 5 65 
OS eee rere) 1 1 
Per 100ibe. .......5 55 § S$ $ 6S 








Cable Log Chain. 
Advance 25c per 100fb. on Cable 
Coil. 
Coil Chains, German Pat. 
pT ae || a | Se 70 
ee cams OCTET Cree 663 
5 Se al OTe Pe Oe Tee 60% 
German Pat. Halter Chains. 
ND ras areas td a ccee 50&5% 
| So en a Ee ee EE OTT Ee 55 
te, en ae eT ee eee eee 55&5% 
German Machine Chain. 
3/0—2/0—1/O—1. ... ccc cccee 35% 
Picture Chains. 
Light Brass, 3 ft..... mean. doz. $0 85 
Heavy Brass, 3 ft.. 95 
Pump Chain. 
Galvanized, per 100 Ibs...... $8 25 
Safety Chain. 
NG Se kab id ceaaeesbaves saris 25% 


Sash Chain. (Morton's) * 


Steel, per 100 ft. 


RT COE a $1 40 
Medica sesSeneecakossawows 1 90 
Divvcendeseickapaketebacdies 2 50 
Copper. 
CNG sk rao ke eoecwrncnenneneee 3 00 
Beker Snbaee etaehe kamen 3 70 
DORR cKilsacsnwun ntwewedea’ 4 35 
eee Metal. 
SET T TT e ee CTT eee Ore 4 00 
i Pees Sadho twCbesneeew ba ae 5 50 
Cable yo Chains. 
\_ ESSA etree arte 20% 
ee Ce Oe One 15% 
i 29 Steel Loading Chain. 
eceerece 4 a2 


Per 100lbs.$16 00 1350 12 50 


Stretcher Chains. 


fe-in., $8 50; j-in., $8 25 per 100lbs 
Tie-Out Chains. 
BO iediceiisnsiccewics 334% 


Trace Chains. 


Western Standard. 

yal” per pair, 48c 
aa ot ee 7 55c 
Ce  hiikinnaed ks ” 54c 
65—10-2.......-.+.0.- ‘  6lc 


Add 2c per, pair for Hooks. 


Add 2c for Twist Link. 
Wagon Stay Chains. 
jf ae + tr i 


Per 100 lbs....€8 00 725 7 00 


CHALK, CARPENTERS’. 


SN DPS kee heRaeees eds per gro., 80c 
Re eer ‘ 7% 
NN ag citi c ad ward iw ba: 0c 
Common White School 
CANONS ivswenr andes lic 
CHARCOAL. 

DO 5 ccnccnreeee vee per bag, 95c 
CHECKS, DOOR. 
Blount.....cccccsccccseccsccces 20% 

PUR i sb eediveniastonrevec eee 30% 

CHIMNEY TOPS. 
od | er 50% 
CHISELS. 
Box. 

Teer 10 12 14 

— per 00 3.50 3 80 

Fla 4 00 5 00 5 50 
Cee quiey, 1 te. onl 

00) uality, in, an 
ar as ——— r sdences per Ib., 13c 

Smaller size, per doz............ 
Socket, Firmer. 

BE ecb ckk sss cnennes 75&10% 
Socket, Framiung........ neces - 5S0&10% 
Tanged, Firmer. 

With handles......ccccccccess 20% 
Choppers, See Cutters, Meat. 

CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 
eee ee per doz. $6 25 
Yankee, for Yankee Screw 
DONOERS 6.0 b:6ctiia's Kaewewns 5 00 
CHURNS. 
Anti-Bent Wood, 

2 re 5 7 10 

MEN s 50:50 $390 460 4 85 
Perr ore 65&74% 
Common J ‘ash, 

Te j 5 6 

Per dos.......- $9 00 1000 10 80 
Union, Gal...... 5 7 10 

Se $3 75 4 35 5 40 

CLAMPS. 
Ad justable. 
WON id vetccees ba a aan te 30% 
Carpenters’. 
BON Msc cccsvcceves ian 25% 
Hose. 


Sherman’s, brass, {-in., per doz. .42¢ 
Double, brass, }-in., 90c 





Saw Filers. 
Disston’s list, $30.00........... 30% 
Stearns’, No. 0 0, $3.50; No. 1, 


$1 1.50; No. 3, $5.00 doz. 
Wentworth’s, No. 1, $6.25; No.3, 
$8.75. 


CLAWS, TACK. 
Cast, wood hdle....... per. doz ——s 
Forged steel, wood hdle. $0 80 
oe Pe eee e 1 00 
EE 50 
CLEANERS. 

Drain. 

Iwan’s Adjustable............. 55 

Iwan’s Stationary........... 40&5% 
Pot. 

We vices ccacudes per doz. $0 75 
Side-Walk. 

ONE occas netawatied per one & 25 
PRIMM diene n whigualeisin aw ease 5&5 % 
CLEAVERS. 

Family. 
Beatty’s, Inch 7 8 9 
Per doz..... $11 00 1250 1400 
POOR er dbiaceendes per doz. $2 25 
Butchers’. 
PRN i acacvndioecdadetant 25% 
CLEVISES 
Pi inc cckccecendnceeas 8c fb. 
CLIPPERS 
DNS ia dbccduwnsamammte $1 90@4 75 
CLIPS 
, re jdeeawoeanhe «- +. -658&5% 
Damper. 
WR, vn cvorenceves per doz 70c 
gree e388 
Pc cnccnecannaweens “ 17¢ 
CLOTH. 
Emery. 
WO on ie ac Waiacaeteadedee 50% 
We ticctiocs tiacstcucn 50% 
Hardware Wire—full rolls (100 ft.) 
2 Galvanized in fullrclls...... $4 40 
3 Galvanized in full rolls...... 5 00 
4 Galvanized in fullrolls...... 5 10 
§ Galvanized in fullrolls...... 5 = 
6 Galvanized io fullrolls...... 5 6 


7 and 8 Galvanized in full rolls. 6 00 
Screen Wire. 
12 mesh, painted, per 100sq.ft. 1 35 
COLLARS, STOVE PIPE. 


Inches.... 5 6 7 


Plain Tin, pergro$1 90 240 350 
Japanned Tin “' 300 350 425 
Lacquered Tin“ 360 420 480 


COMBS, CURRY. 


Nos. Per doz. Nos. Per doz. 
000 ....$0 37 299... .$1 05 
4 ee 60 ke oe 85 
ee \ | Se es 
OP vec 90 S32...6< ¥ ZO 
OP ..002 FOS G20. .0.6:< 75 
| ee 80 1400.... 1 40 
COMPASSES. 
SCE ETC FO OCES 60% 
Pencil—Faber’s........ per doz. $1 00 
COPPER—See Metals. 
COPPERS. 
Soldering 
2 eee eer per Ib. 49c 
| ere 47c;2%b.. 45c 
3 {tb and larger.......... « 43c 
CORD. 
Picture. 
White Wire (new list)......... 85% 
Sash. 
Regal Brand........... per tb. 35c 
Puritan Brand.......... “  26c 
CORKSCREWS. 
Lo re 334% 
Williamson's Regular........ 40& 10%, 
Williamson's Forged Worm....... 50% 
COTTERS, SPRING. 
All sizes (new lJist).........-c00+. 90% 
COUPLINGS, HOSE. 
COOP LET per doz. $ 1.40 
— eee ” 85 
COVERS, WAGON—See Tents. 


CRADLES, GRAIN. 
Morgan's Grapevine...per doz. $22 28 
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CRAYONS—See Chalk. EMERY CLOTH—See Cloth. Wood Pails. HANGERS. 
Frazer's, 15 1b, 80c; 25 tb, $1.30each, | Barn 
CROW BARS. EMERY, TURKISH. Hub Lightning, 15 fb, Sees 25 tb} U. 5 Rolled Bearing....... 608& 10% 
Pinch or Wedge Point...... per Ib. 4c 5-tb. 70c each. SOMMER. «22200 n0gnee- 50810% 
ueicenee Ee Cee pkgs. }kegs kegs | Tin Cans. SNE. ins, ooo 4 
Glass . No.60 to 150, per: - 6c 4c 4c Chamellene Graphite, OT eee 4 &10% 
Wood eee 3c 3 DO POEM, ii bs ceca cone Ee ee ere 50% 
i Detesccvawervensee 40% SD. DEMON. . ccc ceccsccs 25 00 Wagner's Adjustable....... 70&10% 
Meat. ENAM -L. IRON. SPD. QUE BION. voi ccs oceces 37 00| Warehouse Big Twin.......... 25% 
Tieaendine. ara 5, 10, 12, 22, A-B Iron Enamel, 3 doz. case Conductor P 
SERN, 65 242>>505<s0mea) Rape apecemnenn see é GRIDDLES. *s Perfecti 
No. 202, list, $1.30 ea... '40874%| Peerieas..22222200200. SephsSaig | EN 334% dora is — Rener nares 50% 
ve Trough. 
Pipe. EXTRACT GRINDSTONES. , 
oo a a ‘ ‘ et met ve gg Family. eal stscesceeees per gro. 4 
__~ eapepeenet $075 120 280 7 a 7 8 10 UNF detuned Sikctonneessi3 eee 
Slaw and Kraut. EYES. Per doz...... $9 75 1200 14 50 Garage Door 
3-knife Kraut........ per doz. 11 50] Bright Wire Screw—See Goods, B Loose. Right Angle.............. 50&10% 
l-knife Slaw......... « "1 75| Drifting Pick........... "1085% 00@ Sliding Folding..........- 50% 
eee"??? ES 2 50 ee ne aee 60, 10&5%| Perton.......0.0.- $22 $23 00| Recedi adies..... Shi CRRA 50% 
NR eos cs vices “ lee CE Jescansecunesesaate 75&10% | Mounted. 
Seiitkastnseranessonaee 85%| Ball Bearitig... 1 2 te ee per set, $3 75 
DAMPERS, STOVE PIPE. Bach.......- ;$3 75 360 335] Ives’ Improved...... 2 2 60 
hee ee ae 50&10% FASTENERS, STORM SASH. ve gage. Fe - : Lane's Standard. .... nd 2 = 
PR hints vscecsbincsaneent 50%, | Schroeder's doz. $0 90 eee + Sane ses $335 315 300) Lane's New Model... “ Rg 
alata let per doz. 115 Le Roy Noiseless.........+. 40&10% 
ee ere GUN WADS. Richards’. ........200.+- -40810% 
DIES AND STOCKS. j (See A: iti NDS 566.52 o0daseueees 40&10% 
SS ee res 40% FILES AND RASPS. »immeine. HASPS 
Delta a HAFTS, AWL. 
DIGGERS. EE Brad. g-< sobeian mn oie i 
Post Hole. DE Coss ccbhooiness ds 6s ote EEE OL ET per doz. $0 19 With Staples—See Staples. 
ee per doz. $9 25| Ulility 
Re larnecs ens « "9 00| Horse Rasps 60% | Pes. HATCHETS. 
i SR ree * R 4 Nicholson cemeegee mitt arab se 22 Gast Claw... pet gos. $i 161 0% 
ae eebae ax se tent. - Wee eee POF 
ee 8 ad Handi. . “eg 7 50 rw Patent, fe og nid $3 — Shingling. . sisi alae ee ° 1 25 
wan’s Perfection re “ POS case ensssbrivince 30 
peed s Hercules pattern a 10 00 ae Diamond 674 Sewing. ee ” 
yan’s Dae he Cee 17 00 ere ee eeneeeeeeseee Common ra, ee eee oe 22 
See also Augers—Post Hole. y teeahig ae | 085% ee ae as 52 HAY KNIVES. 
Dividers, Wind.............. 65&10% | McClellan 70 See Knives. 
Nicholson... . 673 HALTERS. 
DOOR CHECKS—See Checks. 2, Darton 00h. 10 i a per doz. $1 10 HAY RACK BRACKETS. 
wiss Pattern 10 -_ ROMS. scccesocecs sa 1 85 | Wenzleman’s No. 1.. - Per doz. $9 00 
DOORS, SCREEN. wend yh cies thao os meas ss va 2 00 | Wenzleman’s No. 2.. 9 60 
r 7 isston’s eather, rope tie....... 2s 
ifn. ‘pane nomen ber TGs iinseevciccensyoxbbed Leather, leather tie..... lide HINGES. 
-in. 3-panel, natural pine, y 
oO —apganasenepetah “ <6 : “ FLUE STOPPERS—See Stoppers. late ae “co HANDLED. 7 ee s Gravity . per doz. sets, oe 
smiths, Hand. ER errr: 
DOOR HANGERS—See Hangers. FORCEPS, PIG.  «_—=——s cr eeeeecveccecccevceece - 50&10% —* Noiseless, for bag : ad 
NOES sons acomcee rt doz. $4 75 | Engineers’. sist thts acca sai sans 
etl’ DRILLS. Whisson’s Imp......... wre 4 25 euntares**** ee eeecccccocecs 50&10% | Gate. 
_ OEP eV PCLT STEP Per CELE 65 arrsers . : 
Blacksmiths’ Twist... .......ee00+ 6o% FORKS. teesesesecececeeeescee es AOKIOZG Figs & Lich, doe. $2" $2 50 325 425 
Breast. con Machinists’. 60%5% Hinges only ae ee) are 
. ae (1) atches only. 90 90 ' 
Fray’s No. 9........+.: each,$ 1 75 60&10% Nail. Knuckle........ per doz. prs. $6 00 
+4 eo g€@2@@t Gace A Ateenw @3&5)©@©=6l eee Rew CF Bet £2°060200020220000800808680 eeeeeeee 40&7 
—— Falls No. 12..... 2 00 en 4-tines........per doz. $5 00 wake Ch ser dos. $588 Leed's.eevseeee ff sete 675 
i ot ee ee eee | ere uperior...... ex rs. 9 50 
Goodell’s Automatic, 2-tine 50&10 Maydole’ Si. rcccvcccccccccecs 3085% “ars ” 
ey 01 03 3 20 Br revesensnhapese eae conus Riveting. Screen Door. 
Perdoz.$7 75 11 50 125011 00] 4. """" "TTT ttt OR, sins csandiweeunven 40% | Cast Iron...........+- gross $6 0 
Milles Single Gear, per doz. 15 75 NS is ovecbonccidne tn Rees ee Ce ree . MNS is $00 ses0s0se30 Pies 4 
vers fa Wr a +4 5 ih POND os scnseses0seaneneeer oo eee: per doz. $1 25 a j 
Reciprocating. Header. Tack. € - steve ‘s ‘A ee eee eerene Tos 
Goodell’s.........4+. per dos. 16 50] 3-tine........-..+.-000000 et at ORG OO gal ead 2 umbia eee: are 
SES CI ha 5% Mall. Iron, aa pa Ideal Detachable.. . per gro. sit, 548 
1 55 
| a eer 65% | Manure. | Magnetic..... 1 2 3 Matchless................++ +5 ° 
SR inks vise reksssceasseen 60%| Perdoz....... $070 0.80 1 00 New _ reg awe coe eo i a4 
DRIVERS, SCREP. scenes Magazine........... per doz. 4 75 EG, ccc ccccccccsccccene 20% 
OO errr. 65&10%, : HAMMERS, HEAVY Wrought Iron. 
Lock Ferrie... 0000000... 60% | Butt and Rabbet. i ny crmagial New Lists....... 
ae eee : cavy Hammers and Stedges. i inges.........65&10% 
Champion Pattern.............. 70% Cream P ail. etinr Ss Wiis ooiss > cha ive soon 664% en ee ee 
sok Me Interchangeable.......... 30% ne th aah sail per doz. $3 75| 5 lbs. and over............+45 70% i Te. Tid cadiacenel 
Pe arr | Marking, Mortise, etc........... 4 eavy inges...........40&10 
Reed's Lightning............. Bt Act paaevkeekaeoscemeietinl Nets | 2/as0"s’- Extra Heavy T Hinges. ...... 664% 
Goodell’s Spiral........ 50, 10, 5&24 Single and Double Face 664% 
Yankee NE ois ckssupweceee 50% Saw. sciet agi ‘ Screw Hook and Stra 
 Bpiral...72/50810% | 1, HANDLES. 6 to 12% o 
Disston’ ase | ANE: 14 to 20 an 2221 Dat OR BE 
EAVES TROUGH, GALVANIZED. DE. oceccccccccvccesons 57% Common Assorted. -per doz. $0 55 eee " “3 4 25 
Terms, 2% for cash. Factory ship- GIMLETS eon a Adjuntatie, ‘Nos. 1 & 2, 
ments generally delivered. on ‘ sses0%, | ree ci e 4.75 |Screw Hook and Eye 
WO sckinessceneisswekt i i 
ASN n @40% . Ives’ * Kajnataisie biutoranaen per set, 1 35 = benssestacewe per dan, galets 2 
GLASS, WINDOW DLS aGaS sto shb ssh eevee ewe sues 35%  nackonepahnadtey is oe 3 60 
EGG BEATERS—See Beaters. | gingle............ — "re anaes 
: REECE I 90%| Hick Tanged, Fi A 
ELBOWsS— : 0 ickory, Tange irmer, Assorted, 
: OWS—Stove Pipe. 33c; Large, 38c per doz. r HOES. 
Adjustable Stove. GLASSES, LEVEL. Hickory, Socket Firmer, Assorted, 
eae 6 ee per doz. $0 70 27c; Large size, 30c per doz. CRN 56 5s<s0ndsseeses doves 70% 
Smooth, per doz #0 8s OME to ee ee = 55 Applewood, Tanged, Firmer, As- Grub. 
n’d 225 290 a jewoods aise per doz. Extra. 10% 
Pa = GLUE. polar mt, Firmer, Ae | Has... 20... pee don. $5.6 
laches........ 6 : Z Sa a mealies i P Ladies’ and Boys’............. 
Smooth, per doz: $0 - 090 130 B Amber ee ee per Ib. 18 Coal Pick. RE ON eee ee 40% RS ce % 
Pol’ d, 40 165 2 35 hy aa PND 5 5 6.0 sso de Feeew ents 40% TS ee ree 60% 
Plan’d, “ : 25 290 375 0 > MIDE. oc ccscccce $c File, assorted, 13c; Large, 16c per doz ee rr eee ree eee 10% 
Four-Piece Stove. Liquid. Hammer 
Inches ....... 6 7 Sg ee err 40% : 
Smooth, ‘per doz $0" 90 08s 1 25 L e Page's— ° we 1 #03 ‘pers doz., aot ~ zac HOLLOW WARE —See Ware. 
7 See Ree —— 
ELBOWS—Conductor Pipe. TW ip acitsdscancits 259% | Hatchet............ Phan, 
Galvanized Steel, Tin and Terne, GOODS Hay and Manure Fork........... 35% NOEs bancesesucabebae 40&10% 
Sis Round Corrugated. > DEI. Gk ks is5oseessdeeed 85% | Hoe and Rake..........2.++0++++ 35% ‘ Tron... 2. eeeeeeeeeeeeeeeceee 0 
Oz. a cielo he ite oA SEPP T ENTE ES per gro. 80&10% 
OT Oe $ 3 60 GREASE, AXLE. Vaetied..... es ats ; 
Seinch eee eel eee sete es 4 32| Wood Boxes. acs atin -~ 
Ss usb abbeseceackascees : ° DOR. 5 cctuels seade<ness 70&5 7% 
Seine 2000000 OT I |. ~edetoperenoners coatgdy 2 $0 Assorted.........0.5 “ 37 | Jous’.........<2. ORS 658&5% 
Sree stiri] bi <1! MESSE 1 | Niey geal serene * Nl ; 
Paragon........ peNsassaces O95 Bhan Ons Soaks... i.cscvsccces 35% See Stops, Bench. 
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oh HARDWARE RECO 
np age “° — 7, 10 12 te RD 
“a . te se ____ eeppeueies $o'60 _1-00| Bricks LINING, STOVE = 
ay R-W eoccee 1 00 aE . 
Prey xe Handle, per doz. $8 50 ple Lite tea akt ai .ss.-per crate, 42c | See ae PULLERS. 
Inch... 1&1 Lape ans ienkakssaesnon i, 
akesaacease 40 MAC 
Pr too $7 S0"8 10 9s 11"o 12° K %| Boring. einer ~~ 
bar or Line. sli Brass. ETTLES Angular.. wAugers pve NETT 
es Line, ssenne| ett eeeeeseees 
eee per doz.22c@24c oo is cared chi pi 1111 608S& Upright..." ate 2 6 4-40. | Galvanized b “ peMinaaieay 
Coat and Hat. we I as San saseensncare per Ib. 27¢ Secther Riveting. 4 00 | Galvanized pe eng ee: - 80&5% 
Cast Iron.... LG brie taut abaiwueceenit <a Chicane, Pomeroy sseauineumenbacgen ae cae = 
Gem Wire ++ per gro. 720@$1 $0 tee eeeeees 50% _— re te in cl 65&5% 
deat ewan enccees landy.... ee 2 
aay se - Beet Toppi KNIVES. Little Giant..." ——* 2 00 End Cutting. — 
—— ke eeces CS Ad Pony, Pomeroy... .. “ 3 00} Stubb's Patte 
ee ree 35% ps ne 9-in. Scimiter Blade, dz. $3 85 -_— 7 20| Per dozen rm, nese 6 
"> Sh gust lag ila rnia ee J Seniesa stare? 6 
Ome : "1 Ceebttt MOOG. .0.00.0000000e Maytag Electric .... ar and Diagonal Cutting ee 
bi eieees eee” Ga Multi-Motor.... $60 00| Swedish Sid ‘ 
Poca nsdes painted Corn. Pipi 15% * faa. 65 00| Per dozen - io. 9 
Little Rens’**** sree . doz. " 25| Clipper Be tenes noe ——< © 50 5 75 
Gate. ” Disston’s.. tig sibs eeemnenee |S aeeagea 12 00] Heller's 
Se . ° arle’s...... eee ge s7s] wan poxe, | 
Pan Goods, Bright Wire. FB egal ad aialctoe “ : 00} See Boxes. MAIL BOXES. ine RMN 
‘ rawing. oe? 25 vee A 
Common. Nos S H NOZZLES 
‘ . 3 tandard..... MALLET Ge 4 
Perdor--...--$1.50 160 1 70| Barton's Car s+. (New List)... 50% | “Tite Hes «i Genuine Gem... 
on per doz. 2 00 arton’s Carpenters’ ste ence ees 15% ibre Head, Small. lineman aie per doz. $3 90 
= 0 — “ssa ada . ie is oe Medium: -per doz. se 99 Wisailes occas s 3 60 
: — 0 Large. es  ieeenmiieen 3 00 
With plate A Round Hickor # 7 0 NUTS 
ith plate......... ae “ , HOT 
Pp a Ace alae ia ara doz. rs ee ae -doz. $10 50 Square Laem “ : = “4 Blank. PRESSED. 
am , ge 1CKO “ " 
Pi = or Drapery, per gro...2Ic oie gee scat atgone ses “ : cd eoumveitis.. a> ee 2 50 tb... 9}c 8c a a 2 
Maisie ond biden... . 50% @508:10% cas Sos rae ae 9 50| Zinners’. 4 75 | Square Tapped ic Sic Ste Se 4ic 
ee ee 664% Lightn’g, olt’s — re 10 00 Applewood jes * fl 
Bross... Lightning Pattern... > 6 = Hickory... BA aaw ees “ , 1 70 “ .124c¢ 10$c 8c i. éte of 3 
new swa tee seeeees T5810 orth’s pr Point. Ss iniaey, discs Kota. . 1@i 50 or 5-tb. c 6c 
ani _ Goods, Bright Wire.) J 2 in 9 00 eet Iron.. ‘ 1 39 | above — add jc per Ib. to 
Se ry r lb. hallenge..;... 
H — ae os sin ann OE OE MATS. Chase Pattern “ae 
OOPS, TU incing. ; i it ass and C 
Elastic. Common, Single ‘ oie 508 108 age Ce en 70% 
Meee per case of 3 doz. $2 25 + sere egy Double... ‘ 69! Stov el Flexible....... oe, a ctenteteneessIO%p 
reeter, 4-blade..... 90 e. ae annon... 
HOSE, GARDEN. ina tds. 130, No.2....  seamatiaeamen es eg Cer 
GARDEN. |Puty. | “ 2 dated per gro. $3 25|Machine. per doz. $2 00 
Velvet, 3 — ~ | is 00) No.1 Asbestos’ Toaste “ "3 50 Common sl 
’ 3" WW | ea rs, or | Copper Plated Steel. 
— ply-3 ’ guar. press .... A a Lander’s. ee —— * pr$ 00 with — Stove Mats, Ma et Plated Steel. . -per doz. + 4 
emma wa” rs ae att c ae 75 ~ 2 Asbestos Venatore, ore 110] Japanned. ha i at eee 
Illinois, i a = ise —— eee eeeee 75@1 00 Ws oie d navies ous per doz. 60 a, aoe 
a caaialeidedamaicaiala 5 25@6 00 Box. ENERS. 
Inches. 
Pcie COV. RUBBER Hose. | 275 KNOBS Plumbs samen Plat. eee per ; 
igh ; ° sR eee eee ound....... Gr-- -z wd 
igh Grade-}/’-guar. press.400 Ibs. 11}c ——— vekenesoenn per doz ___ SER Ie aC: 70% | Can. =e 50 3 80 
Special “* 0 J momen eetesnnnes iia - 3 ieiacne 60% |  Delmonico. . . 
Leader “ eeere 300 “  9}c Diiccccccviascsveess § 1 MAULS. sens laa ay $1 30 
HUSK sit LAD a5) ton, the... 10 18 — ™ 
Boss. ERS. Common Long DERS. enn ang $4 00 4 50 16 18 
Nos....._ B E Per ft. . or Face, Ibs...._ 10 1) > . sialic * 
— we a Se Seat ahaa ilies 
For dos. .$2, 00 2.00 175 200 | Extension. 9e@14c | Wood Choppers’. $00 5'50 6 00 OUTFITS alan 
Per ae . *sss0 J a a Berft........ Lake Super’r & Oregon Pat, 75&5% Combination » COBBLING 
loaded e50 6'ap 10so/Sip. 4c ei @ | Heonomy.. 12020120) -per doz. 11 00 
egehee tagge 3 a 98 501 Commen, per ft. 7 i “ 9 75 
. mon. with Shelf. eda 10c, 
Per doz..$2 15 2 ts 8 6 Sapesine. with Shelf, add 10c. 4¢ | Galvanized, d 4 pk. 1 pk. 4 bu. PADLOCK 
B 5 1 45 : eee oz,...$2 2 Ss 
rinkerhoff's. ao ek ee 15c Japanned, 1 33 300 3 ¢5| Eureka... 
soe tall 2) Sage 15e 2% jeer 40& 10&5% 
ONCE RS OI 2 
S IRON, PIG. Bull's Eye a ero Pern ——_ — 
ee Metals.—Fi air ae ig elke cee eh “qt. without 
irst column. 24-in. poe Light... per dor. $9 wii yen cetetereeneeeree ae: 50 sas 20-at. gauge, per doz. $3 20 
Curling. IRONS. B a Regular. : x ; : F : “ 8 Me ee 4012;0 Se - “G with gauge.. 0 po 
Cc "a MI 
ee ee i TRE oe G 1 
3 ope arenas per doz. $0 40 wae: obec cviccccesevcree $5 80 See Boxes. on sivgatacd, — $20 00 
tithe. .c.cs ccc: : Se MIM Seavanacenvesacnn 11 50 10-at., IC Tin.. wT 23 98 
Thelma. Re oes ; : : eer 2 70 LEA eeereeeresece 9 00 Erie MOPS 12-qt., “ in. = 7 : 11 i 
iae...2.. ye 1 25 DERS, CATTLE fimo per doz. $3 14-qt., “* es: 7 coe 15°88 
— 70 Bons iiaiere ls asiees 1 2 = Cotton. ° 15] Stock 17 00 
<i GOS... 65.00% 3 ounds. Gal 
Wood Bench ‘11g0 55 070 275] Perdo t 1 1} ane. i, 94 
SOT rr zen.$2 Per d 18 
och a. tore ‘s2'00 2'3s 2'8s 3 25|Water. M$. 10 5170 650 7 40 
arcoal........ Ube seeeseesesserrereeeees 60 MOWER Galvani 
eee, polished, oe = -“* Qualit &5% Gladiator—B. B. S, LAWN. Per <a : ~s 12 14 
- > 79 Asbestos... $1 20 Bes rca per sq. ft. $0 35 Sg re 1 i Wood. ass 325 378 
Fnac ong ee el 5 net. LEATHERS, P : teteeeeeees $6 50 able, 2-Hoop....... d 
EeeeTpaehing sper goes 740] ap aes ~~ eer ris abo] Sable: $Hoope PI" 2 ty 
7, Ho... .. a. — ach... St + S-TLOOP. ee eee - 
Laundry, N ot. Teas 75 LI Of Tate $5 25 5 andard, 2-Hoop. “ 31s 
_ ee “a ie ‘ 6 25 Stove Kaen, FTERS. Bia Ghani Setindies Ag 6 00| Standard, 3-Hoop. | Oe : = 
No. 33 J: Enterprise, per set, 93 a aa 0 ea PANS 
No. 50 “ “ 1. = Coppered  “* 5 50 a A Se 65 
rN: 35,7, ce : 1 00 * aska, Nickeled “ : = 7 NAILS ; ..--65% 
ilors Sad.... ansom. ut Steel. OR. oe seeee 
Tailors’ Geese... : re per Ib 54 Payson’s. - Cut =. ACR pee aOR base, $3 co Mit... ocoocecesncu, 75&10% 
1 deal. Bee Preemie alaaaindan ae 10 “ee =  # ## 60% 
b. Hi J 
O1b. aa. sgootetstee: $3 50 ~— =e oe Le Pctiasaevs $2 Nos. 
14 Ib. Tailors’ eae rrr Tee: 425 Twisted i in = — r de EMD cccsvesseveens 7 Per doz. $4, 75 ‘ $ 4 
— 2 5 50 Gro$1'50 ‘ a ‘ — — = 2 74 Neverburn 4 00 : i - 50 7 50 
Single Duck Tw 0 225 2'50 mall Lots....... Savory, No. 2 50 6@ 
Double re. eee eS Nosy er ee. a a“ a sate 
Diviccs a> : er - 4 . = ag ER. 
areas 4 ‘each... 4 60 Braided ‘2 Zot 30¢ 35c 0 4c] Ausable Building. R 
Locomotive... . onan ee ; — CR it snnciwsaiediar 55&5 se nach per 100 Ibs. $1 
Waron. Mitr yaeienr areape 50&10% Per on pi 2 3 erfect siete Aeiepenpatacaeeta 15 () Tarred Fel ocoeccee “ ° i = 
aie Mansons’, in 100-ft. ody se 35c| Putnam..... ih ee chet ate 55&5 No. 20, Red i R es 3 50 
Miller ......+++ +000: giaewen 50 Clothes. a} i ~eeperreerrerrerrrey 20&5%| No. 30, Red Rosin. . ..perroll, 60 
Nos. -.50%| 60-ft. Jute. Clover Leaf........perlb.,n 308&5 7 | Si “vd ad Retin... © 85 
| SEE ea eae “so° 7m 60-4t. Sisal dhe : : ; , es -per doz. $0 95) << per lb., net, 10$¢ and and Emery. 
babendil 07 | aaah ‘ area ae B ~ Eade nw rn seicnne ti list, 50% 
t. Braided oe 1 15} Brad. ei aa ‘ re, 
Cotton, *: Poor ea beagunces seceeee DSM) Wrepping. i 
aS 2+ 85% vory. 
eeereseeeeees List “iets ee per Ib. £3 75 
** @eeee 2 25 
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AMERICAN 
ARTISAN AND HARDWARE RECORD 
Apple PARERS. Tinners’ p 
Bay State... Hollow.......++0+ ovcccceceeeAO , UnCHES. 
Turntable. steoseseed per doz. 3 00 BONG. 5.5 .scccccccccees each, He a. , one. SAWS. 
ite Meuntain.....  “ oe Eee eee Ee © doz. isston’s.........+ Lee 20% 
Reading............ e “FS PLUMBS AND LEVELS. os oR a "4 a “id Jackson's... .......csss.s004.20% 
Potato. | Cook's Sse GUL Moweleme Keane s oe Nets Saddlers’, Butchers’. 
Goodsell’s Saratoga, 104 i MD iticanrkescusd sa tevesors 40% | Common.. Disston’s 
’ n., dz.6 50 jog ees 2: °° se eaibhtehe per doz. 60c@70c} = seeeeeeeereree BO% 
Goodsell’s Saratoga, 5 in., dz. 5 50 | Davis’ Inclinometer. .... sneunel 134 oi rata 72c@84e | Circular. , 
Disston’s....... 
Adze Eye Ore ete POINTS. In Bladders. eb ig Simonds jriseeens eeeteeeee 5 iio 
Drifting and abeacns++ +> bd 720% Drive Well Points.........+++ 75&5% Strictly pure.....per 100 Ibs. $3 00 SI ae 0% 
umbs, Railroad...........+... ompass. 
__ eR soecens oe 508 POKERS, STOVE. Barn Door. wine Common..... per doz. $1 
ove wees Disston’ —— 60 
r’t Steel, str’t or bent, per doz. $0 55 Matchless, 1-in Be scovccsocccccososes 25% 
PINCER: Wr't Steel, wood hand's ges hehe onrerees 4c 
S. Nickel Plated, coil handl" aie Storm Ki Beer terest tse aso CS eee. 
Carpenters’, or we. 63 Sliding D gia ata es 4c] Disston’s.... 
ae. -. 12 POKES, ANIMAL “phe Simonds’..... eects ee cee 22508 
er doz. “32° 00 2 . aan 4 steel... ..ssccce ao, °° ad 
Blacksmiths" isgeiecion 8 ato car Cracker Jack, wr't steel, per doz. $4 50 SE ee +> ‘pet it 8 c "ieeeer 
BP Ue rricvsdsvste ovcccccc cee RAKES. «spa hleiaelaldaln per doz. 5 75 
Meta POLISH. Coal or Wood.........+ per doz. $5 20 Hack. 

Clittes PINS. Black Silk, No. 50, 4-gallon, Garden i Disston’s...... akeesnunerens 25% 
° ; / per d Steel...... imon _ Seelam ieeaet thee 
Common... .per box ofS erp. en Black Silk, No. 60, 6-02. — $7 00 Stee, gensessscecesececseees 661% I Se rere 50% 

ate . tie —— oa. oe er 
, a , “ 2s Black Silk, No. 70, 1- bn ' — 1 00 Ber eable Iron, heavy......... 60% | Hand and Rip. 
isston’ 
i — Black Silk, No. 80, — 2 25 OS, $2 20@$2 40 Dison’ “ aa A ‘be ‘ oy ¥ "4 - ‘es 25% 
costes. > eel eid dae “ 4 Black Silk, No. 90, ie sake —. cmaie 120 (new list)... .25% 
Se ieviasertees ” 1 90 | Shoe. per doz. 1200] Automatic. 2212312: par foe oe 3 Ger foe. ts ~7 d.....per doc. 83°08 
“f4 -- Lawn Queen......... <page _ 2a 
Contactor, F.C. ee . ——_« cia 
Be Se! Sage eyhole 
Standard G I ptteeeeee ent A RASPS—See Fi re a 
plain or oo ae Pipe, | siove mperial,.... ++ +PCT BTO..+++-- Files. TNOBON'B. 00 0.00 s08%s eeecees 29% 
ie pheanese: neta Black E eeeiens Narrow B 
eee : het Black aaa -th.cans, pr.gr.-$15 00 |Star...............e ees 30 Simonds". . 
T L. C. L. to Dealers:— ° OE ere $0 70 Tree Brand.............. ae eet: 208 se eeeeeeeee seaee Oe 
Daisey 4 60 days; 2% Cash 10 days. Paste, 5-oz. cans. ond. doz. 85 Pent....+++0seesseveseesseeees 35% — 
ry shipments generally delivered Paste, 4-Ib. cans. ts enauaabiiaiies. * - ©} Disston’s No. 7... 30 
Lead. yee - pt. cans. “ 1 00 . ™ RAZOR STROPS. ne eee eeeeeeens '% 
Full coils — "Ai a si g5 | Star (Honing)...........- 50% Dissto : 
fle sccsccssescesccperthje | PeEADrvingioon 4, | | sec sTERS, ton’s.... 
ee neeresh ose per 7 e 4 — pre ne easaiitii 0 PUNE. veces vesees ccccces 25% 
Stove. Black Jack, j-Ib. cans.  * y 25 : Rift. 
A Dixon’s Carb. of Iron. “ $ 98 (All Sizes). Simonds’. - - , 
cme—Inches.... 5 6 7 Nickel Plate......... 4 50 e ines ae. i biliad 
Smooth, per jt...9¢ IIe 12be dpa ees’? 40% | Ved. 
nished, “ .. or Bro 7 ommon........ 
“irnecanrne le ti : : on ee <n CORN. -Baseboard,...... ae owen D 38% Clover leaf.......... per doz. $4 sO 
. f c ound or Square, 1-qt. d i ni 
Planiohod eabers:. 144c 154c 18 ¢ | Square, 2-qt.....-. oe 4 oe REGISTER FACES. SAW BUCKS—See Bucks 
nished...... 2c 31 c 35g | PAt-eo eee eee reer eres ss 5 oo Japanned, Bronzed and Pl 
Sones emg liga age Or ated, SAW SETS—See Sets. 
Smooth........ Jie 80 Ofc POTS. FIRE. 14x14 to 38x42....... . 005 et SAW TOOLS—See Tools 
7 to 6 in. Smooth Tapers, Ey 1 ot a y 
» DE. It. 13. | ayeon & Lambert’ SAW 
6 in. Smooth T’s........ 57¢ | Gate City......... s, each $400@6 00 Heavy Round Gratin — 
7 to6 in. Planished Tapers.....23¢ |Gem. +. each $508 50 ernpens 60&10% | Common, plain. d 
stoke (Cn? +000 600409092 e ° > diediad per | OZ. 1 
Yale Patent Lo k Pipe—Stove. PO Bull. RINGS. Common, painted.... . 170 
5” 6" q 76 , WDER. Copper ee ee 24-i <j 
B ~Cents See Ammunition. Per doz.........+.+.. Fs 40 o7 Counter. aoe. 
wile ae. Blue.. 7 7% 94 104 =~ Improved Self- Pelouze...... 40&10 
ees yf | aeeeeie mee gihieinicopper doz. 2.99. | Plaorm i ieag 
Ya e, Kus Pia.” 10 1 13 14 Enterprise Manufacturing Co.....25% Nickel plated......... 1 35 ; 98 SLOOG. wee eeeeeeceeees secece 50% 
ex, Planished. 4 31 and Ringers—H 
Galvano, Gal..... 15 16 3 is PRIMERS. Blair's Rings me paeeul per doz. $0 Star......... : a 60 
If wanted made up, add See Ammunition. Blair’s Ringers....... 1S aaa +4 tees eeeeeee % 
hor grooved, lc; riveted, 1c. ber Joint Brown's Rings....... ‘a $0 SCOOPS 
up pipe extra. = PRUNERS. ome they rs... ‘ go | rein , 
1 ’ . nm in) y ei6 ad - "9 
Wrought Iron Gas Pipe. Hisston 5 = od oS Sade per doz. $6 50 Hill's Ringers. ee on 1 i-bu. Fe ean pol aee per doz. 43 70 
[ebie. bie + black Neng discount, 60% Water’s Improved...... 75 30% aie Bee % * ae 4 SCRAP a wiry 
j-in. to ‘S-in. es: 4,005 1085% ve Eortect Ringers. ecole 1 20 | Box. _ 
“In, S oe “ - ings..... seh i 
iis. = > — 624 Cork. LLERS. Celvelins Seas: aa" 1 40 " —* Sau ehesss per doz. $4 00 
ry galvanized. , a Wee 50 Daley ee kpupemelenw ow each, $3 10 wee oe. “Cast Steel per doz. 60¢@ 
.» galvan ‘4. “ Bic i sakase oO i ee inanned e@75e 
-in. to 12-in., galvan'd. “ 514% Quick and Easy...... - 2 40 Key ere i — 
Nail. ie ubic ft 
Split, round With teeeece rf 5 3 
PLANES. i ols os Sie per doz. 10 80| Split, square... per,dor. $0.17! Withrunners'aa?4 28 400 3.75 
stanley Iron Bench....... Sit wa. ee Me 
on seeds scien oe SCREEN DOOR HIN 
joebewwae ae 40 RI : GES. 
PLATES, TIN. -". Burrs. VETS. —— a eer rrr gross, $6 50 
See Metals in Column 1. in sierecree al erg aia 
ceaciaia <<. 2 ciate MAMI: cos sccooneeo oll 
oo halal aed ate E it PEN oacceenesnbipeenare 408 10% SCREWS. 
PLIERS. Hay Fork. nen o ao. eseas bhi per tb. $0 10 "hon inch 
BO as 400+ ++ on , inches. ... 
Giant, Button's—80% off list. dy a el ath enegmampamee per doz. i0c@45e $4.00 44s s'fs 
sian “wee 1 80 | Tubular. Wood, white mapl 
utting. Wood Wheel, 6-in., pass knot ng re ; Hand Wood aple...per doz. 3 674 
Bernard’s......... 30% | Hot H hoa PRR per doz. 255] ° assorted sizes, doz. 45c | Hand Rail.............. mhede 5% 
OR Seep ot House—Jap'’d.......... Sea eect ees bs 
ES 50% | Sree laid acevo S0010% | se sets, “IVET SETS. Lag oF Coach’ ai size, git 10% 
Swedish Side Diagonal Cutting Sash. - a aaa, eee Cotton. aia 2 eepabe geen ace 
Picnvnksssevseven's 70% Conon. 6... ...5. ...per doz. $0 18 , 5-16 in. Com. on reels. Ib.  igiaeat: 9g 
Fencing. a 2-in.. 20 , 5-16 in, Com, in coils.. os 2's D <.. ae 
Black Bull... : idew enna o.. - 20 b 5-16 in. Imp’lincoils.. ‘“ 21c¢ er doz.. "1Be 20c 26c 30c 23¢ 2c 
Farmers’ Choice. per,doz. $8 25| Steel.....seecsee. hae Wood. 
rence "8 : Pe ere F. H. Bright 
ane ca ist peaty aint ght... eee 55 + -80K20% 
rename ‘enon he re Grade, rates, per ib...15 ¢ R. H. Blued... 0000000000, 7748&20% 
Nose. Pitcher Spout ée Manila. AE ES eee 758&10 
Bernard’s....... Nos ; nT COROT OORT. per fb.25 c RS Reptepeqesenene: Beeise 
DNS wa ieue cashed sage. Oe 30% | Each... . ae 3 4 Hardware Grade, rates... “ iS 4 << "eeEpere Kptie 9 
Lodi <secataltbasnicd dens 65% s Each $1 0 1 15 l 30 1 70 21 c R. H. Nickel Plated oeeeece ae 
MM sieakescsenarvacied 50% "Blizaara B —— ff —_— 
os slabaat = ph aed oon oe. 14 pamwront Maven Rae henieh nae usiie Nets SCYTHES. 
Per “esac 8 10 12] Gxclere cpper.. “ 635 ee eee ee ~~ Ci ccleg aghast per doz. $8 00 
dos...$3 00 350 450 550| Latie@ants cll ue 2.00 SASH WEIGHTS. fee ied Guiles, ° 750 
see 2 25 | See Weights. Honest Dutchmet.....  “* 20 
Be Ve Be...... eee ry 7 50 
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matt SETS. SQUARES 
3 Steel and Iron.......... 40% new list 
sone, common: + +Per gos. $0 33 |" (Add, for bluing, $2.50 per doz., net.) 
ag ape oo common.. “ 33 miwe errr rrre er ree ee ee ee ee 
re) re tens @ a “ 75 ee Nets 
‘ ONE NNN as coe cccneencon<'s 
pict? Point. mad... 73 | Ty im 
‘ie ee ee ae per doz 
Femen’ S........-pr dos. $13) | Winterbottom’s............ee 70% 
en ett yore kone snes 
Aiken’s Pattern...... per doz. $3 50 SQUEEZERS, LEMON. 
Common Lever...... = 1 20 |Common Wood........ per doz. $0 70 
Disston’s Monarch 6 50 | Porcelain Lined, Wood.. “ 1 25 
es X-Cut..... “12 00 | Boss, malleable i iron. 9 1 20 
German See eee ey err a 1 50 |Iron Frame, pore’n bowl bi 1 90 
Leach’s............. Ke 80 | Iron Frame, glass bowl.. “* 2 35 
Nash’s Hand........ be 3 15 | Little Giant, tin’diron.. “ 4 00 
Nash’s X-Cut........ va 4 20 | Drum, japanned....... . 3 60 
seemed ew. resis ‘ rod Drum, nickel plated. . * 4 50 
SHARPENERS, SKATE. eins siiemiouans 
ae per doz. $1 60] Barbed............- per th. 93@93c 
SHAVES, SPOKE. Po” re “ 8 @8}c 
Fence—less than carload. 
eben pee foe. Oh Os Oe | Polidhed......... per 100 tbs. $2 59 
SERS eae shheevacess singe F er 
SN ci ee Newing. sail aa 
alvanized....... per S. 
SHEARS. 
Pruning. wks Staples, Hasps and 
— ~ ; cecce per doz. $5 g Staples, Haag, Heo s and 
lp ENOo Zo cccce taples, an ooks’ an 
California Pat.,9-in.. “ 3 20 Repairs 80& 10& 10% 
a, oo“ 10-in. eo B 4 J hee eee 75&10% 
Draw Cut, No.4..... “ 16 50 STEELYARD. 
H "s Pat 0 Oi 14 012 : 
Per doz...$1 40 210 290 2 80 Discount 25%. 
SheepeNo: BK. ? ig a STONES 
0. 5 
eae 6 4 7 Axe. 
5 oy OG Bice $1125 1150 12 00| MHindostan........... per tb. 52@7 c' 
at* Grip., doz. 1100 11 25 12 25 ae Bo a - a 
Prec iitesGbu eset oaeccanee 60 Ose esse one ¥ c 
Tinners’—See Snips. % MNCS iays.sik aldo # sin eee 60% @60&5% 
Oil—Mounted. 

— SLIDING DOOR. Arkansas Hard...... per, doz. - 00 
TS 5 Arkansas See 5 50 
Per oet.......... $0 60 075 110 SS ee per tb. 64@0% 

Hatfield's. Oil—Unmounted. 
sg ey $0 90 130 220 onmnens — esees per fb ® s 
Reise s.02 = 
SHELLS—See Ammunition. ie... “ 40 
SHELLERS, CORN. paneer — ee = .. 
ree ree per doz. $6 75 x + ggdilaadiabhall “ 
ee we 40 
SHIELDS. Scevthe. 
Expansion Bolt Shields.....:....60% | Black Diamond........ per gro. $8 00 
oO ene P 4 25 
SHOES. Gem Corundum... at 7 50 
isis ccs ser eedsere 60%| Green Mountain..... 2 4 50 
SHOT—See Ammunition. mee ners <a : = 
‘ SHOVELS AND SPADES. OG NR 0568600000 is 3 75 
coal, 
_  anapay bed per doz. $5 50 STOPS, BENCH. 
Di SEs eas as ss oo ces = saa’ 
Ames’, new list. -. Discount, 124% meee > sr» o> SS 


doz 
Neverbreak, hollow bck, blk. i <a 75 


STOPPERS, FLUE. 





National. . 
ee = YS .. eet tts: ogee 

D. Mohawk. . . . 9 00} Gem, flat, painted...... - 85 
po —— 50% Gem: cor’d, decorated. - 70 

Railroad, etc, «eee 70@85 
ee coeees per doz.$12 ° Skinner’sCommonSense “ 8 
— Roe gio insu = : id STOVE PIPE—See pipe. 
Vaterland. : ca peat okie 9 50 STOVE BOARDS—See Boards. 

ollow Back........ i . 

a Ames’, new list..... Discount, 14% STOVE POLISH—See Polish. 
now. 

FO a, $1 65@$9 00 STRAPS. 
aska Stee 
PHandle........-pergor. $3 50) Shaie: 2002.00.11 PH Poa tg 

SINKS STRETCHERS. 

Cast Iron. Carpet. 4 
ib ths 50&10% | Bullard’s............ per doz. $3 90 
Enameled, White. ; 508&10' EDs 55.5:5,0 40:0:800 5°25 

Wrought Stel. 82828 ’ Malleable Iron....... 70 
Painted, new list........ 40& 10&5% — bette eee ees a = 

SLEDGES—See Hammers. Wire 
SNAPS, HARNESS. y. oy ee Is isi per doz. $6 - 

Se re 334% je De LIWOOG B....... ie 

German Pattern.............. 30&5% a Wiel F w'9 Gas ms R = 

FORRES BUN 555050 8454080 et ees “ 6 25 

SNATHS. en, Tackle Block. fe : Ps 

Double Ring, Bush..... per doz. $7 25 arnef’s........++-. 

Patent Loop, Bush..... “ 7 50 i ccs coe eceereccesecce 4 ‘ison 

Patent Loop, Grass..... “ 675 ke ee ee eee '% 

SNIPS, TINNERS’. SWIVELS. 

Cl ON a nT ee 1 Malleable Iron......... per tb. $0 10 

Sladen . At Sees Se 40&10 % Wrought Steel......... per gro. 4 50 

BOE avon e ed eben pane bees 0 ‘9 TACKS 

SOLDEL—See Metals. a cs Recieve saan ie 
rrerican Wire........00000. 

Perfect SPRINGS, DOOR. Bi ROMEO CUbs. so 66.0 co cewe 40& 10% 
N - 1 2 3 4 oe La eee 40&10 
ar des... 300 35¢ 40c Ste | aweagg Ce rae 40810% 

Reliance. Uphoisters Gute TT 408104 
Per doz..light, $1 15; heavy, $2 50] Upholsters’ Wire............. 4 10% 

Star. eg eon 90% 
Bér dos... light,90c: heavy, 1 35|Copper..........-..eeeee per fb., 34c 
TOrrey’Ss. 00's vosceee per doz. 1 20|Canvas Nail................... 70% 
Warner's No........ 1 oe 2 er 408 10% 
PSO io i5i6 6s 008 $0 75 +» 35'Hungarian Nails............ 40&10% 




















. TAPES, MEASURING. WARE, 

onal) 2° 25@25&10 

Patent Bend Leather....... “7 ese Shee Ste Wee, 

Lufkin’s Steel.......-...... 30@333%| Plain or Unground............ 50% 
ufkin’s Metallic........... 20 @75%| Ground Ware............++.4, 45% 

Lufkin’s Pocket......... 30&10@40%| Enameled Ware 433% 

WOME BOW 0:0 cc cccccnas 60884 
THERMOMETERS. Country Hollow Ware, per 100 tbs. $3 00 

Tit Cane,....<.% 7 doz. — 1 25 White Enameled Ware. 

Wood Bac $2 00@ 12 00] Maslin Kettles............ 60&10% 

Pa ienvienes 12 00] Neverbreak Flat and Round 

TIES. Bottom Kettles........... 60&5% 

~— —on aoe —, 4 

PN EMO A ois < die 6s cisis0c 80&5 in’d and Turn’d.......... 35&10% 
All other ki RS 4G PRUNES bos ceive wolieteeals 45&10% 
Cow—See “Chains.” 
tos ~~ 
cong Ol COCO COT TCC 25 
; TOOLS, SAW. BRNO sii cisicacewecce ceils 30% 
Disston’s Universal.............. 40% 
Enameled. 
wi TRAPS. Cherry Blossorh and Chrysolite.50% 
Reddick’s........... per doz. $6 00 WASH BOARDS—See Boards. 

Game 

pile 2), ) ee es $1 13 WASHERS. 
Oneida Jump No. 1........... 1 44| Standard O. G. cast iron....per tb. 24c 
Newhouse No. 1.........000¢ 2 38 | Wrought iron in bulk, per tb.: 
Mouse and Rat se of Sa: Se. '4he. 4 4h 
* c ec Se 5c c c c 
Holdem Mouse............. 2 25 
Hol dem Rat Pe seaansitanns i = Wroaget steel in 5-tb. boxes, per aa 
ure Catc Me caaneces 15 2 
oe pou Bas ERY Rae 60 Pe PRR EE ES Ge. Me 
CiUSION MOUSE... ..ccccccce 1 00 
ViCtOr BAOUMR, 66s s cvcccescs 15 WEDGES. 
Hold Fast Mouse............ 1$ | Broce ccccccccrecccoee per doz. - 30 
Victor Rat....... 60 | Gatling... .cccvecessees per Ib. it 
Hold Fast Rat... 60 | SAW. ceeecccccccceecs 8 
ar a 85 
Tin Choker Mouses.......-. 701 cay WEANERS. 
ie ss arsed * Fuller's, per doz...... $2 00 to $2 50 
: TROWELS. Tyler's Safety, perdoz. 1 85 to 2 40 

Brick. Carroll’s, per doz..... 3 O00 to 3 75 
CE LANE So edict bbecce veces 0% Hoosier, per doz..... 3 50to 4 60 
PROGR Geis cccccewascacences 15&5% Shaw Perfected...... 3 00 to 3 75 
PNPM Ui ig d- disp 6.4.0 ditcd catecebann 30% 
aba ace: 20% WEIGHTS. 

Plasters’. pO” ee per fb. 24c 
CORE EMUES hx caecarkdsceneas 40% | Sash—f. - ~ che 0.. a8. fom. 25 00 
DT ree 25 EL BAR 
Wn METRE Ss ogiac eee kne chnaus 25% aes "alread Bay oraia aa me 17 00 

eavy Railroad........ - 24 00 
TRUCKS Panama Steel Tray..... ‘“* 39 00 
Mis opens Cah ce ka each, $2 75| Klondike Steel Tray.... “ 28 00 
en De ilks deg peda vee 50&10% WHEELS. 
ere eee 1 p Bi Ue OI oa se Sacwads oxegweneeee 
Half Ironed..... NO ge Sue | 2 ret 75&5% 
Full Ironed...... 345 450 6 45| Well. Ins... 8 10 14 
Per doz. ‘$3 00 420 5 ‘0 15 00 
TUBS, WASH. WIRE. 
Barbed. Painted. Galw’d 
see. wha 2 , Rea Carloads, per 100 tbe. $2 89 $359 
Per doz...$6 00 700 90011 60| Les thancar a 
Dowell. ety 0% 
ce fee SS FSS 700 9501 a pls aw ak 22°°° 50% 
edar. 
Per doz... 6 10 710 790 10 80 Broom—Tinned. coe .»-60&10&10&10% 

Indurated. Cable—Same price as Barbed Wire. 

Per doz... 8 55 9 45 10 80 13 50] Coppey. : 

Galeanized. COTE EE EOC C LOTTE 20% 

ee 1 2 1-Ib. spools, new list........ 50&10% 
POT OR i200 6000 875 9 75 11 50] pexce—Smooth. An'eal’d Galv’d 
: Nos. 6 to een ‘ os 
per IGG IDSs 5 6... $2 69 9 
TWINE. Per th.| Nos.6to 9,less thancar, 

3-ply Cotton Wrapping........... = per 100 lbs.......+. 284 3 54 

— Te Rd ea eae brats c ee 

4. ise Extra Wrapping She 576 Hair—New List.......ccccccees 60% 

4 : 25c| Market. 

; i - Wrapping ¢ on tubes.....27c] Bright, full bdles........... 70&5% 

: Sen = 4 cones... .. 25c| Bright, broken bdles........... 10% 

ae “ * "15125e] Coppered, full bdles........... 0% 

India Hemp, }- - balls. aig cmecstete 21c}| Coppered, broken bdles.. 7 165&10% 

Be. Nd aie aS 20c] ‘Tinned, full bdles........... 75&5% 
me ‘4 itp. <A Pee doz.75c| Tinned, broken bdles....... 65&10% 
2-ply Jute, i sigs be ard. 16c 
+ a ion OE aioe Hp Picture—In colle Pre ecas = 
e Wrapping, }-Ib. balls......... -Ib. spools.......perlb..... 
Fess WOOL, 1B DANS. .0 0 ccc ccese 9kc aoe gees 
Seins. 
Sat 2c park 33 12 ed WRENCHES. 
teeeeeee per Ib. 32c 3lc 30C! Acme Standard...........++. $0&10% 
Med....... “ 32c «31c =~ 30¢/ Atigator No. 1............00% net 
Hard...... 38c_ 34c =| 33C} Always Ready.......eeeeceeeeee 50% 
— t-Ib. ball, size 21...... PEE as ssn cccsvesscsenes 75 
— eee 264C/ Ellis Adjustable..............+.. 25% 
27....+. 264C/ Malleable “S".........++.+ per Ib. 08c 
bag pn 25 gt eS elbsereeieed 23C] Malleable...........s000+ ** 08c 
ply, © a in hanks... 2.0.2... 8c! Stillson Pipe......+.+++++++ +2207S% 
3. ripen: he os aol calng oe Bemis & Call's 
3- “* Silver Finsh, in hanks....37c] Adj ustable $. sons 7B eg ere 8 
ipe, 40&5%; ee 

Fodder or Lath. 40%: Combination tight. ..50% 
fo OS a ere 61c Steel fandle Nu “apenas 'S0&5 G 
200 strand......++++++++++eeees —*! Combination Black. baa dmes 50854 

VISES. Merrick Pattern.........¢-- S087 
Pheenix.......ccccs.ceceeeeees-30%| Double End Adj.S......... 40&5% 
Phcenix, Oval Slide, WRINGERS. 

Inches.... 2 
——" . $1 a No. 790, Guarantee ....per: doz. Pa 90 

Parker's Parallel................ 4 Ho. Hor ae al oc ae = 

Parker's Lh ROC ee No. 110, Domestic. .... “ 32 00 

Parker’s Swivel Base. . : “ 

’ : No. 110, Brighton..... ; 22 00 
Parker’s Re-inforced... No. 740, Bicycle.......  ° 37 00 
Parker’s X Series.....cccsccceses: No. 22, Guarantee... “ 36 00 
Parker’s Combination............ 209 Zo\No. 22, Domestic. .... " @ 3z 00 
Solid Box. ,...., eocescececoce e No. 22, Pioneer See 28 00 
Williamson’s Universal........... 60 eINo, “2, Serb. .... “ 25 50 
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ADVERTISERS’ INDEX 


ALPHABETICAL LIST 


Alien Co., Inc., L. B.....6eeeeeeees 56 
American Sheet & Tin Plate Co ..... 67 
American Steel & Wire Co.......... 66 
DICTION OB. boc ccovccsrvesvscess 8 
Ashton Mig. Co........-.seceesees 61 
Berger Bros. C0. ......++++eeeeee8 59 
Berger Mig. Co.......-cccrcceseos 59 
DGFRS, OlGO... occ cccvccccccccvcvcce 61 
Bortach -& CO... ccceccccccscsocccs 60 
Biealky Fam Co. ... 2... cvgecvceve 58 
Birkenstein & Sons, 8...........--+- 56 
Black Silk Stove Polish Works....... 12 
Boynton Furnace Co..........-+++- 5 
Brauer Supply Co., A.G.........-+-- 13 
Bullard & Gormley Co.........+--+- 68 
Burgess Soldering Furnace Co......- 61 
Burton Co., W.J.....22eseeereveee 59 
Champion Stove Co........-.-+++++ 4 
Clark-Smith Hardware Co.......... 61 
Clayton & Lambert Mfg. Co........ 61 
Cleveland & Buffalo Transit Co..... 61 

13 


Cleveland Castings Pattern Co...... 
Co-Operative Foundry Co........-. 6 


Cooper Oven Thermometer Co...... 13 
Cope Stove Pattern Wks.,G.W..... 13 
Corbin Screw Corporation.......... 64 
Culter & Proctor Stove Co.......... 7 
Danville Stove & Mfg. Co.......... 6 
DeKalb Wagon Co...........-+-+5+ 65 
I OME, 6 voces cvccscesbevies 64 
Detroit & Cleveland Navigation Co.. 13 
Dixon Crucible Co.,J........-e++ee% 56 
Double Blast Mfg.Co...........++++ 61 
Dreis & Krump Mfg.Co............ 60 
I TGs Be Bice cddckccccccscven8 64 
Friedley-Voshardt Co.............. 59 
Globe Ventilator Co............... 58 
Graff Furnace Co.........ccccccses 9 
Hall Hardware Co............+.+-++ 4 
Harrington & King Perforating Co... 59 
Haynes-Langenberg Mfg. Co........ 2 
NN CIs 50 00 der cddcaw seen 64 
MUTE <b bGcnwss ses 0¥sads 000% 60 
Henry Furnace Co., T.E........... 1-8 
Es nckivewievsverees 59 
Imperial Furnace Co............... 2 
CN a ee err 57 
Kelsey Heating Co..........0..e00- 7 
SY GUE MIDs ose 0-0 cvenceps 506 56 
A ey err eer re 4 
Lalance & Grosjean Mfg. Co........ 65 
Lennox Furnace Co................ 3 
er Tt ee ree 65 
Lyon, Conklin & Co, Inc........... 61 
Michigan Safety Furnace PipeCo.... 11 
Milwaukee Corrugating Co......... 67 
a NS en 56 


Monroe Fdy. & Furnace Co......... 8 
National Cash Register Co.......... 63 
National School of Pattern Drafting.. 56 


Newark Stamping & Fdy. Co........ 13 
Niagara Machine & Tool Wks....... 60 
Nickel Plate Stove Polish Wks...... 13 
BEOEC Tres: BENE. OO... 0 csecevccese 66 
a J ES ee 54 
Quincy Pattern Co., ..6.000.6ccs0s- 13 
Rock Island Mfg. Co............... 66 
cy i SEE ae 56 
Scheible-Moncrief Heater Co........ 4 
MOET Sc recicunccuesesteris 5 
Schwab & Sons Co., R.J............ 9 
Siphon Ventilator Co............... 58 
co eps, ty AS Oe nn, On ae 9 
Sprague Fdy. & Mfg. Co........... 9 
Standard Ventilator Co............ 58 
Stark Rolling Mill Co.............. 14 
Stearns Register Co................ 10 
ee | AO es 11 
Sullivan-Geiger Co.............000. 56 
Symonds Register Co.............. 9 
ME MEMO sins nnsicsoses cc econsc, 57 
Tuttle & Bailey Mfg. Co............ ll 
Vedder Pattern Wks............... 13 
MEMES. So so es pdocece<. 56 
eth caclipa diag Ee OEE ee 60 
Weller Pattern Co...........0..00c0 13 
Westwick & Son Co., John.......... i) 
Wheeling Corrugating Co...... socee (@ 


é Sulljvan-Geiger Co., 


Kimball Bros. Co., 





CLASSIFIED INDEX 


Aluminum, 


Birkenstein & Sons Co., 8., 
Chicage, 


Bolts and Nuts. 
Corbin Screw Corporation, 


New Britain, Conn. 


Brakes—Bicycle. 
Corbin Screw Corporation, 


New Britain, Conn. 


Brakes—Cornice, 


Bertsch & Co., Cambridge City, Ind. 
Il. 


Dreis & Krump Mfg. Co., 
Chicago, 


Niagara Machine & Tool Works, 
Buffalo, N. Y¥ 


Brass and Copper. 


Hussey & Co., C. G., Pittsburgh, Pa. 


Ceiling—Metal. 
Berger Mfg. Co., Canton, O. 
Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Wheeling Corrugating Co., 


Wheeling, W. Va. 


Chain. 
Corbin Screw Corporation, 


New Britain, Conn. 


Clips—Damper. 
Stover Mfg. Co., 


Coppers—Soldering Gas. 
Allen Co. Inc., L. B., 


Cornices, 


Berger Mfg. Co., 
Burton Co., W. J., 
Friedley-Voshardt Co., 


Cut-offs—Rain Water. 


Dampers, 


Stover Mfg. Co., Freeport, 


Drivers—Screw. 
North Bros. Mfg. Co 


Elevators. 


Enamel—Iron, 


Black Silk Polish Works, 


Sterling, 
Nickel Plate Stove Polish Works, 


Stove 


Chicago, Ill. 


Enamel Ware. 


Lalance & Grosjean Mfg. Co., 
Chicago, 


Facings. 


Dixon Crucible Co., J. 


Jersey City, N. J. 


Ill. 


Chicago, Il. 


Freeport, Ill, 


Chicago, Il. 


Canton, O. 
Detroit, Mich, 
Chicago, Ill. 


Indianapolis, Ind. 


Ill, 


Philadelphia, Pa. 


Council Bluffs, Ia. 


Ill. 


tl. 





Fencing—Wire. 


American Steel & Wire Co. 


Chicago, Ill. 


Files. 


Delta File Wks., Philadelphia, Pa. 
Heller Bros. Co., Newark, N. J. 


Flux—Aluminum, 


Roesch, Geo. E., Aurora, Ill. 


Flux—Soldering. 
Allen Co. Inc., L. B., Chicago, Il. 


Furnaces—Soldering. 
Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, 0O. 


Clayton & Lambert Mfg. Co., 
Detroit, Mich. 


Double Blast Mfg. Co. 
ag ae Ill. 


Lyon, Conklin & Co., 


on Md. 


Gearing—Skylight. 
Weiss & Co., H., New York, N. Y. 


Goods—Sporting. 
Hall Hardware Co., Indianapolis, Ind. 


Grease—Graphite. 


Dixon Crucible Co., J., 
Jersey City, N. J. 


Handles—Boiler, 


Berger Bros. Co., Philadelphia, Pa. 


Hangers—Door. 


Wagner Mfg. Co., Cedar Falls, Ia. 


Hangers—Eaves Trough. 
Abbott Mfg. Co., Cleveland, O. 


Heaters—Warm Air. 
Art Stove Co., Detroit, Mich. 
Boynton Furnace Co., Chicago, Ill. 


Co-operative Foundry Co., 
Chicago, x 
Rochester, N,. 


Culter and Proctor Stove Co., 
Peoria, Ill. 
Danville Stove & Mfg. Co., 
Danville, Pa. 


Graff Furnace Co., New York, N. Y. 
Hall Hardware Co., Indianapolis, Ind. 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Henry Furnace Co., T. E., 
Cleveland, OQ. 
Imperial Furnace Co., 
Marshalltown, Ta. 
Syracuse, N. Y. 
Lancaster, O. 


Kelsey Htg. Co., 
Kyle Mfg. Co., 


Lennox Furnace Co., 
Marshalitown, Ie. 


Monroe Fdy..& Furnace Co., 
Monroe, 


Scheible-Moncrief Heater Co., 
Cleveland, O. 


Schill Bros. Co., Crestline, O. 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


Pe sepa ai Tl. 


Mich. 


Smith, V. A., 
Sprague Fdy. & Mfg. 


on Bluffs, Ia. 
Westwick & Sons Co., John A. 
Chicago, Il. 





Iron—Soldering, Self Heating. 
Allen Co., Inc., L. B., Chicago, Ill. 


Lyon, Conklin & Co., Inc., 
Baltimore, Md. 


Jobbers—Hardware. 
Bullard & Gormley Co., Chicago, Il. 
Clark-Smith Hdw. Co., Peoria, Ill. 


Machinery—Culvert. 
Bertsch & Co.; Cambridge City, Ind. 


Machines—Crimping. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Match Plates—Aluminum. 


Newark Stamping & Fdy. Co., 
Newark, Ohio. 


Weller Pattern Co., Quincy, Ill. 


Metals—Perforated. 


Harrington & King Perforating Co., 
Chicago, li: 


Mica. 


Brauer Supply Co., A. G., 
: St. Louis, Mo. 


Miters. 
Vriedley-Voshardt Co., Chicago, Ill. 
Nails—Slating. 


Hussey & Co., C.G., Pittsburgh, Pa. 


Ornaments—Sheet Metal. 
Friedley-Voshardt Co., Chicago, Ill. 


Patterns—Stove. 
Cleveland Castings Pattern Co., 
mee 0. 


Cope Stove Pattern Wks., G. 
Detroit, Vilich, 


Newark Stamping & Fdy. Co. 
Newark, Ohio. 


* Quincey, Ill. 
Troy, N. Y. 
Quincey, Ill. 


Quincy Pattern Co., 
Vedder Pattern Wks., 
Weller Pattern Co., 


Paint—Silica Graphite. 


Dixon Crucible Co., J., 
Jersey City, N. J. 


Pipe and Fittings—Furnace, 


Michigan Safety Furnace Pipe Co., 
Detroit, Mich. 


Pipe and Fittings—Stove. 


Hemp & Co., St. Louis, Mo. 


Michigan Safety Furnace Pipe Co. 
Detroit, Mich. 


Pipe—Conductor 

Philadelphia, Pa. 

Detroit, Mich. 
Peoria, Ill. 


Berger Bros. Co., 
Burton Co., W. J., 
Clark-Smith Hdw. Co., 
Friedley-Voshardt Co., Chicago, Ill. 
Hussey & Co.,C.G., Pittsburgh, Pa. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 








